his errdbles “6 guest to regulate the breezes either ocwd or ef cae as desired. 


4 Ind row HUNTER engineers are installing ZEPHAIR cooling units in the |ulliays 
an shout this building which will complete the air circulation and provide natural ventilation. 
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OFFICES - STORES 
WAREHOUSES 
FACTORIES - ETC - 


REMODELED 


711 FLORDUCT 733 FLORDUCT 
2 WIRE “LA-IN“’ 4 WIRE “LA-IN” 


AND reRr,reres FO 


TYPE CF 
“PLUG-IN’’ STRIP 


TYPE BC 
“PLUG-IN” STRIP 


OVERBENCH 
OVERHEAD 
UNDERFLOORDUCT 


. 


* 


~ 11] XTENSIONDUCT 
2 WIRE “LA-IN” 


EVERY 


333 METAL MOLDING 
4 WIRE “’LA-IN“ 


REQUIREMENT 


TYPE CR 
“PLUG-IN” STRIP 
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Royal Palace and Temple at 
Bangkok, Siam and the @ Pilot 
Switchboard installed therein. 


In foreign countries, as well as in almost every 
State in the Union, (# Equipment is chosen by many 
architects, engineers and contractors because 
Products are made better than necessary — of 


pleasing design as well as maximum efficiency. 


Having specialized in Stage Lighting and Dimmer 
Control since 1904, it is but natural that @ Stage 


Lighting Control Equipment fits the particular (and Avail yourself of the experience 


of @ Sales-Engineers in this 
highly-specialized field 


often complicated) requirements of such installa- 


tions, at an ultimate saving to the user because 


of trouble-free, lasti ice. ame ; ; 
[Coes Sang suevics Located in principal cities, they will be glad to give 


Whether your problem concerns a small school— you the benefit of their many years of training. Write 
a recreation center—or a large auditorium—there for the name and address of the one nearest you... 
is a suitable type of Lighting Control Switch- And ask for Catalog No. 56. . . . Frank Adam Electric 
board for its needs. Company, St. Louis, Mo. 
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EW SMALL DIAMETER BUILDIN 





Large Office Building Re- 
wired with Type SN Small 
Diameter Wire 





TING RACE WAYS 


OWNER MADE 


An office building, built in 1912, consisted of brick, 
steel and concrete construction of four stories with 
basement. The building was approximately 54 feet 
wide by 195 feet long. Floors were of reinforced 
concrete 44% inches thick with 1-inch finish and 
plaster applied direct to under side of slab. In- 
terior walls and partitions were of 4-inch gypsum 
block and plaster. The branch circuit conduits were 
44-inch size and contained No. 14 standard Code 
wire. A total of 937 outlets were already in the 
building. 

It was desired to increase the illumination. The 
original and increased wattage of fixtures is 
shown in the table below. 


KIS 





New Units 
(watts) 


Old Units 


Location 
(watts) 





200 
and 300 


2400 
1000 
1500 

750 


150 
500 
200 
300 


Basement 
Display Room 
Bookkeeping 
Executive Offices 
General Offices 


Rest Room and 
Minor Offices 500 


75 150 





Stairwells 














After a study of the additional copper necessary 
for branch circuits, the following combinations 
were worked out: 
6 — No. 12 ConduCtors in 44-inch conduit 
— No. 10 Conductors in 44-inch conduit 
2—No. 8 Conductors in %-inch conduit 


These conductors had synthetic coverings of 2/64- 
inch thickness without braid, and were used to 
avoid any combination which would exceed 50 per 
cent fill of the conduit. 

In wiring for the 2400-watt fixtures on the dis- 
play floor, the old circuit arrangement was changed 
from two outlets per circuit to two circuits per 
outlet. All boards were changed from 3-wire, 120- 
208 volts to 3-phase, 4-wire, 120-208 volts. By the 
use of thin-wall synthetic insulation, the watt 
capacity of existing conduits was increased two 
and three times regular Code standards. 

The electrical contractor experienced no diffi- 
culty of any kind in installing the conductors. The 
pulls were easy even on long runs, and no lubri- 
cant was necessary. Voltage breakdown tests on 
the thin-wall insulated wire after pulling in place 
showed an average of 9500 volts. The insulation 
was not perceptibly marked or gouged during the 
installation process. Temperature tests were taken 
with six No. 12 synthetic covered conductors in- 
stalled in 14-inch conduit encased in 2 inches of 
concrete with each conductor carrying 18 am- 
peres. Maximum sustained temperature under these 
conditions was 61 degrees Centigrade based on an 
ambient of 40 degrees C. This temperature is with- 
in the limits set by the manufacturers of the par- 
ticular conductor used. 

About 150 additional branch circuits were pro- 
vided together with 90 additional outlets. A com- 
plete change of the basement vault and transformer 
installation was also necessary. The original sys- 
tem consisted of three 100 kva, single-phase trans- 
formers, a switchboard of slate panels mounted on 
pipe frame work, and fused knife switches for 
main feeder control. In order to provide adequate 
service facilities for increased load, the vault was 


“= AT 


A General Office after Modernization. 


enlarged for two banks of three 150 kva, single- 
phase transformers, each with arrangements for 
a street tie equivalent to the capacity of each bank. 
A 1600 ampere air circuit breaker was installed 
for the main service. 

It should be particularly noted that when new 
materials such as thin-wall conductors are used to 
increase wattage capacities and branch circuits in 
existing conduits, the additional loads require in- 
creasing feeders, mains and service equipment as 
well. 

All of this additional business was created for 
contractors, labor, wholesaler and manufacturer 
by the use of new ideas in wiring. 
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WARD Oil i’ r UESIGN 


Now’ Wire Pulls Easily 


HAZAKROME does away with braids 
or other fibrous coverings which take up 
valuable space. 

The slick, smooth, waxed surface of 
HAZAKROME makes pulling through 
ducts easy. Each circuit is easily recog- 
nized by the standard colors of the insu- 
lation itself. Furthermore this new in- 
sulation is not affected by exposure to 
light. HAZAKROME is easy to install 
and ... i lasts. 


A WORKING KIT OF SAMPLES 
AND COMPLETE INFORMATION 
waTAKROme , 





s 


os complete kit of samples of HAZA- 
OME wire containing the various 

a and typical selections from the 

full range of sizes is ready for you. 

In addition to the wire, the kit will 
contain complete data on the use of the 
wire as well as descriptive data which 
will be invaluable in figuring on rewir- 
ing jobs. 

These kits and instructions are free on 
application. Be sure to write Hazard for 
yours today. 


Capacity Doubled in Hali- 
Inch Conduit by 
Using Small Diameter Wire 





OTHEF 


Where two single phase circuits h: 
been installed in a % inch conduit, pre 
ous National Electrical Code requi 
ments permitted only 4-#14 wires to 
installed. These conductors can be 
placed with 4-#10 HAZAKROME Ty 
SN small diameter building wires. T: 
circuit wattage will thereby be increa 
from 2800 watts to 5700 watts. 

In a lighting circuit this means tl 
the lamps can be doubled in size mer 
by using Type SN wire instead of 
dinary Type R rubber insulation. 
conduit changes are necessary. Typi 
examples of other possibilities are list 
below: 


Relative Conduit Capacity 


HAZAKROME 
Type SN wi 





Ordinary 
Type R wire 





3 #2 wires 
(96 amps 
conductor) 
3 $3/0 wire 
(166 amps 
conductor) 


3 +8 wires 
(35 amps 
conductor) 
3 £1 wires 
(91 amps 
conductor) 











HAZAKROME Type S$ 
Convince e Thot 


LOL 


dt oli 


sands 


af ae “: 


Hazard exhibits at The National Elect 
cal Contractors Association Conventi 
last year and at the New York and Bo:- 
ton Electrical Trade Shows have give’ 
thousands of contractors the informati 
they need to go out after this new a 
profitable market. 

With this exhibit you can demonstr: 
just how easy it is to increase line ca} 
city at minimum cost. Write Hazard 
Wilkes-Barre to find how such an exhi! 
can be obtained. 
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jUREING NEWS fF 


Division of The Okonite Company, Wilkes-Barre, Pa. 


RE OPENS TREMENDOUS MARKET 


~2 —_ Type SN Synthetic Insulation 
HAZAKROME Type SN Offers 


Permits Greater Capacity 
c Without Changing Conduits 
Obvious Advantages vl 


in Old Installations 
SMALL DIAMETER BLDG. WIRE 


TINNED COPPER CONDUCTOR 











ORDINARY TYPE R 
] BUILDING WIRE 





2/64 IN. WALL 


3/64 IN. WALL 
SYNTHETIC INSULATION 
—_— 


RUBBER INSULATION CEWAYS AT MINIMUM COST 
The ever-increasing quantity of new elec- 
trical appliances, equipment such as air 
conditioning units, higher intensity light- 
ing, etc., have made greater demands than 
existing wiring circuits are able to carry. 
Owners of commercial and industrial 
buildings, apartments and residences 
were faced with the great expense in- 
volved in ripping out small conduit from 
walls, floors and ceilings to install con- 
duit large enough to carry the larger 
sized wires needed. 

But, the introduction of small diameter 
building wire is saving owners this tre- 


NO BRAID OR OTHER 


SATURATED BRAID FIBROUS COVERING 


. 


(Comparison on Size A. W. G. 14. Twice Actual Size) 





Comparative Outside Diameters Comparative Current Loadings 








Ordinary Type R 
Building Wire 
Approx. O.D. 

Inches 


HAZAKROME 
Type SN 
Small Diameter 
Approx. O.D. 
Inches 


A. W.G. 


SIZE 


Ordinary Type R 
Building Wire 


Amperes 


HAZAKROME 
Type SN 
Small Diameter 


Amperes 








-190 -130 
.210 .147 
.230 -168 
-280 -227 
-380 -314 
450 -363 
510 -423 
.570 .496 
.630 .537 
-670 -583 
.730 .634 
.780 -692 








14 sol. 15 18 
ie 20 23 
7 * 25 31 
Rh 35 41 
6 str. 45 54 
g.* 60 72 
:_ 80 96 

> 91 110 
1/o “ 105 127 
2/0 “ 120 145 
3/0 " 138 166 
4/o " 160 193 











60° C. maximum recommended operating tem- 
ture of HAZAKROME Type SN as against 50° C. 
ordinary Type R wire means greater possible 
nt loadings (see adjacent table). 


The values shown above ore for 1, 2, or 3 con- 
ductors in a single conduit as proposed for the 
1940 National Electrical Code. 














AKROME ALSO AVAILABLE 
FOR POWER CIRCUITS 


Synthetic Insulation Not Limited 
To Lighting Circuits. 


Rewiring of important power and 
feeder circuits with larger conduc- 
tors is made possible with HAZA- 
Ki!:0ME synthetic small diameter 
building wire as Type SN is avail- 
able in all conductor sizes up to and 
including #4/0. 








ADEQUATE WIRING A REALITY 
WITH HAZAKROME TYPE SN 


if 


4 Distinct Advantages 


1 Smaller Diameters 
2 Greater Current Capacity 
3 Greater Permissible Conduit Fill 


(about 25% more than for ordi- 
nary Type R) 


4 Non-inflammable Insulation 


Each of these is important and money 
saving. Combine them all in one wire and 
you have compelling cause to specify and 
use HAZAKROME Type SN. 


mendous expense. These new wires are 
used in existing raceways thereby doing 
away with the need for tearing out exist- 
ing construction. 

Much work that has been held up be- 
cause of the great cost of new conduit 
installation will now be released by own- 
ers, and electrical contractors are expect- 
ing to be kept busy for some time to come. 

Interest has focused on HAZAKROME 
Small Diameter Synthetic Insulated 
Building Wire, which is made in all sizes 
up to and including 4/0. This slick, easy 
pulling, braidless Type SN Wire comes in 
all standard colors. Leatherlike in tex- 
ture, it resists moisture, flame, oil, acids 
and abrasion, making it ideal in every re- 
spect for the work demanded of it. Elec- 
trical contractors are asking their jobbers 
(or writing to us in Wilkes-Barre) for 
samples and data on HAZAKROME. 





APPROVAL 


Last December the Electrical Committee 
of the N.F.P.A. reported its approval of 
Small Diameter Building Wire. Until the 
report is formally accepted by the Na- 
tional Fire Protective Association and 
included in the 1940 National Electrical 
Code, its use in new work and rewiring 
is contingent upon approval by local in- 
spection authorities. 

Reports from various parts of the 
country indicate that local approvals to 
use small diameter building wire are gen- 
erally being obtained upon application. 











ALCOA} Buses lined up perfectly, with bends formed 
to match exactly; this is an installation of 
which the workmen can well be proud. It will 

retain its fine appearance, too, for bus and fittings 

are Alcoa Aluminum. 
Tubular Alcoa Aluminum Bus, though light in 
weight, is very rigid. Supports can be widely spaced. 

Weight of supporting structures can be lower, with the 


result that material and construction costs are less. 
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Alcoa Aluminum conductors, whether tubular, flats, 
angles or channels, offer a high degree of electrical and 
thermal efficiency. 

Simple, inexpensive fittings are available for use wit! 
Alcoa Aluminum Bus. Standard construction methods 
are employed; joints may be welded or bolted. If 
you are considering the installation of bus_ bars. 
write to us for recommendations. ALUMINUM ComPA 


or America, 2164 Gulf Building, Pittsburgh, Pen 
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you've 
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... AND NO WONDER 
WE SELL MORE HOTPOINT 
ELECTRIC WATER HEATERS 


) “All of us dealers are alike 
“im one respect — we'll 
take all the sales promo- 
tion help we can get. And, 
believe me, we get plenty 
from Hotpoint! Always 
have. That’s why Hot- 
point has always been 
out in front, I guess, in 
electric water heater sales. 





THIS IS HOW 


HOTPOINT helps you sell 
Electric Water Heaters 


4 
; 





ELECTRIC WATER HEATER 


Lomplelaly Kiel owmald 








|? zt 
res me 
Uf An Enclless Stra, 
of HOT WATEA 


for the price 
I 4 CGAR A DA 





") “Look at the Hotpoint Window Display Material, for in- 3 “Hotpoint’s Direct Mail Material actually carries the 


stance. It’s colorful, dynamic—really stops people 
and brings’em in. But that’s not all! Hotpoint gives us 
floor displays, decorative signs, banners and a great 


story of modern electric water heating service 
right into people’s homes, and it’s so good that, all by 
itself, it stirs people to buy. Yes sir! Hotpoint gives 


variety of hard-hitting material that builds sales. dealers more help than any manufacturer I know of... 














Including National Magazine Ads, a series of News- 5 “You bet it’s wonderful! But—great as it is, it wouldn’t 


t Ads and Posters that “pull” business. And Hot- 


mean a thing unless it was all built around an 


fiers novel Water Raters, Visualizers,Salesmen’s Electric Water Heater bearing the famous Hotpoint 
ontest Material, Sound-Slide Films—just about name. People have confidence in Hotpoint—have had 


hing a dealer could ask for to help him sell! for 30 years. It’s best to concentrate on Hotpoint.” 





TPO!INT doesn’t merely promise—Hotpoint delivers! And this year Hotpoint delivers 
brilli:nt line of electric water heaters, backed by the greatest array of sales promotion 


you've ever had. Cash in on the current boom in home building and modernization. 
otpoint Electric Water Heating and profit! Get busy now—today! 
GENERAL ELECTRIC APPLIANCE COMPANY, INC., 5614 West Taylor Street, Chicago, Illinois 











THE VOGUE. 
Hotpoint’s REC- 
TANGULAR-type 
Water Heater, 
now standard of 
the industry and 
increasing in 
public popularity, 
combines smart 
styling with Hot- 
point’s proved 
economy and effi- 
ciency. THE MASTER 
round models, 
equally efficient, 
are also available. 








ry / 


Hotpoint’s bakelite-sealed, airtight heat- 
ing unit is immersed directly in the water 
inside the tank. All heat generated is de- 
livered directly to the water. There is no 
flame—no fire hazard—no waste. 
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Methods followed in cable. sheath research 


ee Oe 


start at the microscope; end in the high 
pressure room! 


OR many years now, Anaconda engineers have been 

aiming at perfection by applying the results of research 
to improve lead cable sheaths. 

In addition to our exhaustive microscopic, physical and 
chemical tests on lead, huge test samples of lead sheath 
weighing close to one ton are prepared and subjected to 
both high and low internal pressures. The effect of stop 
marks, welds, eccentricity and other manufacturing varia- 
tions ate observed. The factor that proves weakest under 
this variation of stresses is soon found and corrected so 
that in service almost any extraordinary condition can be 
met with a wide margin of safety. In applied research of 
this kind is the origination of your guarantee 


that wires and cables bearing the Anaconda Ausbduoh 


trademark are of the highest quality. 10850 





USE MODERN IMPROVED 
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Burst testson [ull charges of lead sheath. 


ANACONDA WIRE & CABLE COMPANY, General Offices: 25 Broadway, New York City; Cl Ch i 
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KITTY: ‘‘Why did Dad talk to 
me like that, Mom—I didn't 
do a darned thing.”’ 

MOM: “I know, Kitty honey, 
your dad’s upset because the 
water heater is actin’ up again. 
That's why I'm heating water 
for Gramp’s hot water bottle.”’ 


DAD: “You say all I have to do 
is install the G-E and forget it. 
That sounds too easy to be any 
good. What's the catch?” 

SALESMAN: ‘‘There is no 
catch, Mr. Dugan. If you'll step 
over tothe chart, I'll show you.”’ 
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MOM: “‘Well, of all things 
that’s Gramp singing in the 
bath tub!”’ 

GRAMP: ‘‘She'll be comin’ 
round the mountain when she 
comes. She'll be wearin’ red 
pajamas when she comes. She'll 
be drivin’ six white hosses...”’ 


See This DRAMATIC NEW 


G-E WATER HEATER PICTURE! 





The General Electric 
Water Heater line is 
complete. Sizes for every 
need—from 2 to 140 gal. 
capacity. Rectangular, 
round, table top, wall 
type models. Monel or 
galvanized. Single or 
twin units. 


All G-E Water Heaters 
have the famous 


CALROD 


immersion type heating 
units. Calrod heats water 
by direct contact, cheapest 
electrical method known. 
Durable, trouble-free. 
Will not scale or rust. 





GENERAL ({ ELECTRIC 





JUST ONE OF THE MANY NEW G-E 
WAYS TO MORE WATER HEATER SALES 


Your G-E Appliance Distributor has something red /« 
to show you! It’s General Electric’s new full length sc 
slide film ‘We Like It Hot!"’—and it's a “natural’’ 
water heater sales. See it~ and you'll see why! And 
General Electric's many other new “props” and plan 


get more water heater business.... 


1. A big, new, profusely illustrated Sales Presenta 
Book. 2. A new and entirely different Sales Manu 
which interesting pictures take the place of dry 

matter. 3. A new Wall Display Chart and Visual 
4. The new and novel G-E Heater-Meter. 5. An 
sensational new film ‘We Like It Hot!’’ Phone your 
Distributor NOW and see for yourself. 


GENERAL ELECTRIC COMPANY, APPLIANCE A 
MERCHANDISE DEPT., BRIDGEPORT, CONN. 


See Agpadaaeg 





ENERAL business conditions 

in the South continued better 
during the months of January and 
February than in the same months 
a year ago. February changes in 
the Southeast, according to the 
Federal Reserve Bank of Atlanta, 
were more favorable than those of 
the country as a whole with the ex- 
ception of construction contracts 
and textile mill activity. 

In the first two months of 1940, 
the distribution of merchandise 
through department stores in the 
Southeast was 9.9 per cent greater 
than in that part of last year. 

This improvement in _ general 
business conditions in the South 
was reflected particularly in sub- 
stantial increases in appliance 
sales. Domestic refrigerator sales 
in the 16 southern states totaled 
45,879 units in January 1940 as 
compared with 34,089 units in Jan- 
uary 1939, an increase of nearly 35 
per cent. Sales in December 1939 
amounted to only 20,298 units. Na- 
tional sales of refrigerators totaled 
234,662 units in January 1940 as 
compared to 161,071 in January 
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ELECTRIC POWER PRODUCTION 


Week Week 
Ending Ending 
Mar. 23 Mar. 16 


New England + 4. + 6. 
Middle Atlantic + 8. + 8.3 
Central Industrial +13. +13.5 
West Central + 7. +10. 
Seuthern States + 8. +10.8 
Rocky Mountain +15. +18. 
Pacifie Coast + 4. + 5.5 


+10.3 


Per Cent Changes 
1940 Over 1939 


Total +10.6 
1939 and 92,479 in December 1939. 

Increases almost as large were 
noted in range sales. In southern 
states, January 1940 sales amount- 
ed to 10,096 units, in comparison 
with 7,286 in the same month last 
year, and 2,948 in December 1939. 
Corresponding figures for the 
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MAJOR APPLIANCES 


J 
MOTORS AND GENERATORS 


All of the above indexes of electrical busi- 
ness activity are based on figures available 
from the National Electrical Manufacturers 
Association, except the index of electrical 
wholesalers’ sales which is based on data pub- 
lished by the United States Department of 
Commerce. The indexes on motors and gen- 
erators and distribution equipment are based 
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Electrical Business Trends 


country as a whole were 39,496, 
30,363, and 14,453. 

Household washers shipped in 
January aggregated 119,228, com- 
pared to 109,909 in the same month 
of 1939. The southern states have 
been expanding rapidly as a mar- 
ket for washing machines, sales 
during January amounting to 20,- 
950 units. 

x %* * 

Sales of electrical wholesalers 
made a good showing in January 
in comparison with wholesalers’ 
sales in general. Although the sales 
of all classes of wholesalers in- 
creased 10.3 per cent in January 
over the same month last year, the 
sales of the electrical group were 
up 23.7 per cent over January 1939. 
Electrical wholesalers’ sales were 
down by 27.1 per cent, however, 
from December 1939. 

Electrical wholesalers in the 
West South Central states fared 
best in January with an increase of 
28.8 per cent over January 1939. 
Increase in the East South Central 
states was 12.2 per cent; in the 
South Atlantic states, 9.3 per cent. 
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INDUSTRIAL MATERIALS 


on orders received, while the index on indus- 
trial materials, including such items as elec- 
trical porcelain, mica, vulcanized fiber and 
laminated products, is based on sales billed. 
The index on distribution equipment includes 
such items as high voltage insulators, paper 
cable, power switching equipment, power dis- 
tribution transformers, and varnished cambric 


DISTRIBUTION EQUIPMENT 


cable. The index on major appliances does 
not include refrigeration and is based on sales 
billed. The index on household refrigerators 
includes complete household refrigerators, sep- 
arate household evaporators, and separate sys- 
tems of 1/4 horsepower or less. The index on 
electric power production is based on data 
released by Edison Electric Institute. 














THERES NOT ANOTHER 
STOVE MADE LIKE 
THIS HOTPOINT .. 

SEE WHAT | MEAN ? 


Besides the great “BLAME 
IT ON LOVE” promotion, 
Hotpoint gives you a grand 
new line of range models 
with Measured Heat, the 
outstanding electric cook- 
ing feature of the year. 


THE NEW CENTURY 
—a price leader with: 


e New self-cleaning Calrod. 

e One-piece top of stain-resis- 
tant enamel. 

e Three Select-a-Heat Calrod 
units with 5 Measured Heats. 

e Oversize 6-qt. Thrift Cooker. 


MADE TO RETAIL AT 


$9950 


in most localities 


(Lamp and timer available at 
slight additional cost) 








ELECTRIC 


THE ELECTRICIAN in Hotpoint's sensational new | 
feature-length sound movie, “BLAME IT ON LOVE,” | 
puts more good old down-to-earth “sell” in his 
explanation of the Hotpoint Electric Range than you 
could ever imagine—and it’s NOT high pressure. Write 
for information about this great promotion today! 


THE CENTURY. A 39-inch | 


automatic electric range with 


Hotpoint quality features at 
| lowest price in Hotpoint history. 


ae Appliance retailers from coast | 
coast have applauded and acclaimed Hotpoint 
new feature-length sound movie, “BLAME IT 0] 
LOVE,” as the greatest electric range promot 
event in appliance history. 

And there is good reason for such overw! 
enthusiasm because... 
e BLAME IT ON LOVE makes YOUR stor 
center of appliance buying in your community — dev 
ops store traffic because people come to YOUR s 
room for free tickets to the big show—focuses the spo 
light on YOUR store as headquarters for H 
Electric Appliances. 
e BLAME IT ON LOVE dramatizes, glorifies 4 
sells electric cooking and the Hotpoint Electric ! 
as it has never been sold before. 
e BLAME IT ON LOVE gives you the oppor 
a lifetime to tell a 54 minute uninterrupted sto: 
Hotpoint Electric Ranges to an audience w! 
select yourself. Makes your selling job easier. 

Plan now to lead the parade in your tow! 
the BLAME IT ON LOVE promotion. A 
distributor for details or write 


EDISON GENERAL ELECTRIC APPLIANCE C”. 
5614 West Taylor Street, Chicago, Illinois 
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Tells How to Sell 





gather certain useful informa- 
tion. From the ledgers, I have 
copied over one hundred electric 
water heater bills. After each 
heater I have kilowatt-hour con- 
sumption, with bills in dollars and 
cents for the last twelve months. 
These I have grouped in sections 
so I can produce a list of names at 
any time with many users known 
by the prospect in his section of 
town. I have also grouped the 
smaller bungalows together, and 
the larger homes together and av- 
eraged these type heaters up over 
a period of a year. 

Thus, I never answer the ques- 
tion: “How much is the operating 
cost?” I merely hand my prospect 
the operations sheet for similar 
homes and people they know, tell- 
ing them there is no use guessing, 
that here are the actual bills, 
user’s name, address, and time. 
This is definite—not vague or gen- 
eral. It always satisfies the ques- 
tion and washes out doubt that 
must be overcome before the sale 
can be made. 

On other occasions, I have aver- 
aged all of the heater bills on one 
street and sent out personal post- 
cards to all non-users saying there 
are so many heaters on Jones 
Street and their average cost is 
only a few pennies a day. 


J sath before a sale begins, I 


Selling Tools 


This year, in one block, I had 
fourteen users out of a possible 
twenty-eight homes so I had blue- 
prints made of the block with nota- 
tions of where the electric heaters 
were located. Then I showed these 
prints to the fourteen other non- 
users and many other skeptical 
prospects who still thought elec- 
tric heating of water was in the 
experimental stage. This print 
amazes them and gives them the 
idea that perhaps, after all, they 
are using semi-primitive means of 
heating water. 

Those users who have voluntari- 


Duke Power Salesman 


Electric Water Heating 


By H. H. Orr, Jr. 


Commercial Manager, Duke Power 
Company, Greenville, S. C. 





ly thanked me for selling them a 
heater (and there have been many) 
have gladly given me testimonial 
letters. I find that showing these 
letters to the prospect and asking 
him to call any of the many users 
is good practice for this will usual- 
ly dispell any doubt about the only 
perfect way of heating water, for 





HIS article was condensed 
from a prize winning let- 

ter in a national contest con- 
ducted by the Modern Kitchen 
Bureau on “How I Sell Elec- 
tric Water Heaters.” The con- 
test extended throughout 1939 
and prize winning papers were 
selected each quarter. Mr. 
Orr’s paper was selected as 
grand prize winner over all 
entries. Although he was em- 
ployed as a salesman at the 
time he submitted his splen- 
did sales letter, Mr. Orr has 
since been made commercial 
manager of the Greenville, S. 
C., branch, of Duke Power Co. 







many times he recognizes intimate 
friends in the user group. 

I put these tools in a good leath- 
er portfolio (not too large to at- 


tract undue attention) that con- 
tains a tape measure, candle and 
paper clip, manufacturer’s catalog 
and specifications, facts about hot 
water (temperature and uses), a 
blueprint of the varicus ways of 
connecting, and a sample heating 
unit. Also effective is an X-ray 
visualizer of the heater in its vari- 
ous phases of construction, a ther- 
mometer and attractive hand out 
pieces. 

I have found it wise to know the 
summer, winter, and mean temper- 
ature of the local tap water, to- 
gether with a working knowledge 
of how many gallons of water one 
kwhr and one cent will heat. I 
make sure that these tools are 
placed in good working arrange- 
ment so I will not “act like a blind 
dog in a meathouse” when I need 
information. Prices of the vari- 
ous size heaters I learn and mem- 
orize immediately. 

In the meantime, my company 
and the manufacturer have been 
giving me valuable helps in the 
form of newspaper ads, radio, di- 
rect mail and hand delivered 
broadsides. They have furnished 
me handout pieces and very at- 
tractive literature which is most 
effective if used properly. Late- 
ly, I have been more and more 
aware of national advertising, a 
help that cannot be overestimated, 
both promotional and brand adver- 
tising doing a certain job for me 
by continually punching my pros- 
pects. 

I have heard many experts say 
that direct mail advertising has 
never made a sale in itself, but I 
am inclined to believe that if my 
prospect list is a good list then 
there will be from one to three per 
cent direct sales made by this 
pounding, before I can even get a 
chance to get around to all of my 
prospects. 








12 


My wealth of sales helps mean 
that I do not have to depend on a 
set canned sales talk but have 
many things on the tip of my 
tongue in case I have the opening 
for an effective use. The tools [ 
have found essential, but I must 
use judgment and flexibility to get 
the most good from them. I must 
not only know what tool to use, 
but how, and when to use it. 

Of course, it is best to call on 
the prospect at the psychological 
time when his or her mind is on 
hot water or the absence of hot 
water. This can usually be done 
on recalls but I have found that 
to be successful I must call on all 
prospects on every street and make 
it a habit every day. I plan the 
night before and make out a list 
of prospects on one street. Next 
morning I leave our salesmeeting 
at about nine o’clock, drive out to 
my selected street, park the car, 
and start out. 

Usually I find that the man gen- 
erally signs the contract for the 
water heater. However, this time 
from nine to twelve o’clock in the 
morning is next in importance to 
the actual closing of the sale for 
here your prospects are weeded 
out in their importance and need 
of appliance. 

I try to dress neatly and conven- 
tionally, and realize that the few 
minutes after I ring the bell (not 
long or loud) are the most import- 
ant minutes of the entire sale. The 
first impression is usually lasting 
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WATER HEATER 


and I must be especially smooth 
and pleasant to avoid any irrita- 
tion on my first call. Many times 
the prospect is in a bad humor, 
busy or has been already disturbed 
by house to house men who do not 
offer such a legitimate service as 
I am offering. However, I have 
the advantage of other salesmen 
because I know the _ prospect’s 
name, her electric bill and I repre- 
sent a company that has much 
public good will and is known for 
its ethics and lack of high pres- 
sure methods. 


First Approach 


When the homemanager comes 
to the door, I smile and introduce 
myself: “Mrs. Jones, my name is 
Henry Orr, Jr., (never Mr. Orr to 
a prospect) with the Duke Power 
Company. May I come in?” I 
have found that these four words 
get me in over fifty per cent of the 
time, even with a total stranger at 
the door. J have found that selling 
anything through the door is next 
to impossible. 

If a servant comes to the door, 
I state that I am Mr. Orr of the 
Duke Power Company and would 
like to see Mrs. Jones. Very often 
the servant comes back and asks 
what I want. I find this one of the 
hardest situations to get around 
for I have never believed in using 
trickery, or misrepresenting my- 
self as a free service man, or pre- 
tending that I got the house mixed 
up with the next house, for after 


; 


TRIC WATER Henne 





Typical water heater display maintained on the Duke sales floor, 
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all, I have a very beneficial ad- 
vantage and service for the pros- 
pect and I am not ashamed of it. 
Usually people who employ serv- 
ants in my territory have electric 
ranges and with few exceptions 
when an electric water heater is 
installed their range bills decrease 
so I am sincere when I send word 
by the servant to Mrs. Jones that 
her bill has been averaging so 
much and I would like a few min- 
utes to tell her how I can cut her 
cooking bill by our special water 
heating rate. This is true in my 
territory for nearly all electric 
range owners heat some quantity 
of water on their ranges. In some 
cases, the decreased cooking bill 
has nearly offset the water heater 
bill. This also applies to all types 
of stoves. I find that mentioning 
the prospect’s own money usually 
creates interest. 

If at the front door on my firsi 
call, I get a stall, or the prospect 
is truly busy, ill, just fixing to go 
out, or has company, then I ask 
for an appointment at the earliest 
convenient time when husband and 
wife are together. I do not try to 
force my entrance. Usually the 
prospect senses that I am no or- 
dinary canvasser for I know her 
name, and furthermore, have been 
studying her electric bill. 

The first thing I do is to try to 
get Mrs. Jones thinking of the de- 
ticiencies of her method of heat- 
ing water without knocking that 
method. In other words, I don't 
come right out and say “Mrs. 
Jones, your heater is terrible,” in- 
stead, I try to lead her into telling 
me that she has a hot water prob- 
lem. I have found that when one 
knocks the prospect’s particular 
type of water heater that invari- 
ably the prospect will rise to de- 
fend her possessions, and some- 
times, get quite angry about the 
matter. 

On the other hand, instead of 
telling her that her heater is aw- 
ful, I have received far better re- 
sults by asking her if their heater 
didn’t cause her a lot of extra 
trouble and worry without giving 
her the service she would like. 
Invariably, she will open up and 
tell me of the nuisance, dirt and 
the many disadvantages that I 
have not even been aware of, pro- 
vided I know how to put the ques- 
tion to her in the right way. 

Sometimes, I tell of one of my 
users, who before buying his elec- 
tric heater had a splinter fly into 
his face, or fell down the steps, or 
was continually hitting his head 
on the rafters, or whose heater 
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heated up the kitchen so awfully 
hot, or who always had to wash ur 
after firing his heater, or who 
forgot to turn the dern thing off 

-unless you see their equipment, 
vou can never tell which one of 
these barbs will go home. 

Often, I am told that since the 
prospect has a servant, that they 
may as well fire the heater and 
there is no need for an automatic 
type since the servant might as 
well be doing something. I finally 
learned to overcome this objection 
by pointing out that good servants 
are hard to get, and harder to keep, 
which is readily admitted. I tell 
them that the servant will be much 
better satisfied, can do her work 
better and quicker, that usually 
the servant does not come early 
enough in the morning to get Mr. 
Jones’ bath good and hot, and that 
in time of sickness or emergency 
at night there is no hot water. 

During these morning talks with 
the housewife, I seldom go into 
the construction of the heater, 
leaving that to the man on my 
recall. Invariably, the first few 
words nearly every prospect will 
shoot at me are “What is the 
price?” I always try to remember 
that I must create values before 
mentioning the price and have 
found an easy yet sure way of 
getting around the question with- 
out animosity, by countering with 
the fact that there are many dif- 
ferent sizes. Then I start asking 
questions about how many in the 
family, home laundry, babies, serv- 
ants, water bill, number of baths, 
house guests, and other maximum 
day requirements. These questions 
give me much ammunition to use 
on my recall when husband and 


The small water heaters now available 
are opening up a new market for this 
appliance in low-income homes. Here 
are three typical installations on a 
single farm; left to right, in bathroom, 
kitchen, and stock barn. (Photos 
courtesy General Electric.) 


together. These ques- 
tions are not objectional when 
asked in the right manner, and 
they usually give the prospect a 
confidence in me as really being 
a water heating expert. 

On these morning calls, I try to 
whet up the appetite, and then 
make an appointment for the same 
night, for I have found that when 
a family spends over a hundred 
dollars for an appliance, the hus- 
band and wife like to be together, 
and this is a definite advantage to 
the salesman because he can an- 
swer all objections and there can 
be no buck passing. 


wife are 


Sales are Closed at Night 


On the morning canvass, I have 
tried to get an appointment late in 
the afternoon or at night when the 
prospect will be relaxed from the 
day’s work and comfortable, with 
no detracting thoughts, and in an 
agreeable mood. Before I call, I 
must remember that just because 
electric water heating is old to me, 
and I know nearly all of its ad- 
vantages, everything about them is 
new to my prospect. I should men- 
tion every detail that is an ad- 
vantage to the prospect. I find 
this fault my greatest drawback, 
looking and hoping for something 
new, when I don’t really need the 
last minute dope on water heaters 
but have endless material that is 
very effective. 

Usually, at night, people do not 
feel as rushed and before I start 
on my sales story I try to find 
something about the _ prospect, 
their children, or their home that 
I like. This lends an air of agree- 
ableness, when sincere, that is 
very beneficial to smooth sailing. 


Sometimes, I start my story by 
mentioning that running cold wa 
ter is such a wonderful advantage 
(farmers who have recently in- 
stalled pumps fully appreciate 
this). The prospect usually looks 
a little puzzled and I go on and 
point out how fine it is to turn the 
cold water faucet and get cold 
water at any time of the day or 
night. Then I inform the prospect 
that there are only three vital uses 
ef cold water—drinking, putting in 
ice trays, and washing off vege- 
tables—whereas there are hun 
dreds of uses of hot water. I show 
them a prepared list of some of 
those uses. 

At the beginning and all during 
my story I let the prospect talk 
freely, and if there are objections, 
I never argue but overcome each 
objection thoroughly before dis- 
missing it. For instance, if a 
prospect claims the operating cost 
is too high, I agree that his state- 
ment was true five years ago, be- 
fore our special rate, but these 
actual bills of his friends will 
show him what a change has been 
made in the last five years. Per- 
haps his home is small and com- 
pact and I can point out that the 
hot water runs in his house are 
unusually short and that he would 
have an especially efficient in- 
stallation. 

Soon, I give him a complete pre- 
sentation, naming all the advan- 
tages and explaining the construc- 
tion. I stress the heater being au- 
tomatic and what that means to 
him in that it can be installed and 
forgotten. I mention absence of 
any flue, its safety, convenience, 
because the water comes to him. 

(Continued on page 58) 

















Selling the 


Contest 
To the Salesman 


In this third article of a series 
on more effective sales contests, 
consideration is given to methods 
of maintaining contest enthusiasm. 


N previous discussions of the 
I technique of running a suc- 
cessful sales contest, it has been 
shown that the sales executive’s 
job is five-fold; he must establish 
a basis of competition, choose a 
contest, adapt it to his staff’s in- 
dividual nature, set up prizes, and 
sell the contest to the participants. 
The routine elements of this job 
have already been discussed: the 
most important of these five 
phases of a contest, however, is 
selling the contest to the salesmen. 

The basis of this job is found in 
an elementary principle of selling, 
and the fundamental law of ad- 
vertising: “87% of human percep- 
tivity is ocular’, or, “show ’em 
something to sell ’em something”. 
Just as you want your salesmen 
to use demonstrators or at least 
carry illustrated catalogues and 
literature, to sell your merchan- 
dise, so you must put something 
tangible in their hands in order to 
sell enthusiasm in your contest to 
them. The implements are two 
very simple devices: a scoreboard 
and a house-organ. 

The necessity of a scoreboard is 
obvious: the importance of a 
salesman’s standing in a contest 
isn’t half as important to him if 
you just call him in and say, “Jim, 
you’re in fourth place,” as it is 
if there’s a permanent, visible 
record of his standing out where 
everyone can see it, where its a 
daily reminder of how well he’s 
doing his job. There’s an incen- 
tive to make every man want to 
move his name up on the list, or 
to see the figure “one” before his 
name. 

Further, the scoreboard should 
be more than a mere weekly post- 
ing of names: it should be a part 
of the contest, geared so that it 
plays a part in carrying out the 
illusion created by the contest 
guise. If the contest is a baseball 
game, then the scoreboard should 
be made up like a conventional 


with the 
innings 


scoreboard, 
weekly scores becoming 
and so on. Further, its well to 
decorate the scoreboard a little: 
if no one in your office is artistic, 
hire a show-card writer to draw a 
few pictures of ball-players in ac- 
tion around the board. Total cost: 
25c worth of beaverboard and a 
dollar for the art work. The board 
should be kept in a conspicuous 
place in the office during the en- 
tire length of the contest, and 
should be made the focal point of 


baseball 


Sales contests change the routine 
of everyday business life into terms 
of sports and adventure, changing 
the task of selling from a routin 
chore into an action symbolic of 
something that is fun. They offer 
a splendid opportunity for coach- 





the contest. Any sales meetings, 
discussions, pep-talks or prize 
awards, should be held around the 
scoreboard, so that the importance 
of the contest is kept constantly in 
the salesmens’ minds. 

There is practically no limit to 
the ingenuity that can be exercised 
in designing a score board in keep- 
ing with the guise of the contest. 
A board of particularly clever de- 
sign was described in the July is- 
sue of ELECTRIC SOUTH in an ac- 
count of the range and waterheat- 
er sales contests conducted by the 
Savannah Electric and Power 
Company and the Florida Power 
Corporation, both along similar 
lines. In these campaigns, the 
contest became a yacht race along 
the Atlantic coast with the finish 
line at New York. Salesmen were 
issued sporty looking yacht caps 
to wear to sales meetings; prizes 
included steamer trips to the New 
York World’s Fair. 

The score boards were attrac- 
tive maps of the Atlantic coast line 
and miniature yachts, each carry- 
ing the name of a salesman, were 
advanced from week to week in 









ing and training by the sales man- 
ager. In the guise of captain of 
a baseball team, he can tell a man 
of his shortcomings in language of 
the “diamond” without antagoniz- 
ing him or tearing down his self 
confidence, so essential to success. 
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proportion to the individual’s sales 
progress. Of course, such color- 
ful score boards should be sup- 
plemented by a board carrying all 
essential information such as the 
one reproduced here, for it is from 
the calculated standing of each 
man that the miniature yachts or 
other symbols can be advanced to 
proper position as the campaign 
progresses. 

The other implement so impor- 
tant in selling the contest to the 
salesmen, the house-organ, is 
about as simply handled, and is 
the most important of all elements 
in keeping the contest alive. Let- 
ters from the boss, or memos, are 
quickly forgotten and discarded by 
a salesman, who is accustomed to 
them, but a colorful, cleverly writ- 
ten weekly bulletin, devoted en- 
tirely to the contest and the parti- 
cipants’ progress, can become 
something eagerly awaited and 
read by everyone in the organiza- 
tion. Two factors go into the 
heuse - organ: the mechanical 
handling, and the editorial handl- 
ing. 

Mechanically, there’s nothing to 
it. If your contest runs thirteen 
weeks, and you have twenty people 
in your organization, that’s 260 
copies. Make enough to go 
throughout the office staff as 
well; its a good idea to keep them 
interested in the salesmens’ pro- 
gress too. With an extra copy for 
filing, say 285 total copies to be 
made, about 22 each week. Have 
285 “heads” made for the bulletin, 
and then have as many copies run 
off each week as needed. Ordinarv 
814 x 11 note paper can be used, 
and the duplication can be done by 
carbon typing, ditto machine, mul- 
tigraph, mimeograph or _  plano- 
graph. If your office doesn’t have 
any duplicating machine, any 
mimeograph company will run off 
twenty copies for half a dollar or 
so. 

In laying out the bulletin heads, 
again some care should be given 
their preparation: an artist should 
be called in to draw a head which 
looks neat and “official”, which 
ties in with the theme of the con- 
test in some way. This can be done 
on a mimeograph stencil, and the 
entire supply of heads run off 
later to be filled in each week by 
mimeograph with the weekly mes- 
sage. Some larger contest opera- 
tors have their heads printed or 
planographed, then run off the 
weekly message on a duplicating 
machine. 

One company, for example, de- 
cided to run a baseball contest 
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The “score board” is a most important factor in any sales contest. This 
typical design, explained in detail in last month’s article of this series, 
ineludes full information but should be “dressed up,” carrying out the 
theme of the contest. The single check in the last column indicates 
quota made for the week—the double check designates those who have 
exceeded their quota for the entire elapsed period of the contest. 


during the baseball season: the 
staff became the “Cardinals,” and 
the house organ was named the 
“Press Box.” Suitable cuts were 
obtained from a local publicity de- 
partment free of charge, and the 
attractive house-organ head was 
printed, with the weekly bulletin 
later mimeographed in. The cost 
was $4.50 for a 26 weeks’ supply of 
bulletin sheets. If two or more 
pages are needed for the weekly 
issue (and they should be used), 
the second page can go on plain 
paper, and be stapled to the front 
page, or the heads can be run on 
11 x 22 paper, which then can be 
folded to make a four-page 8% x 
11 folder. 

If you’re editorially minded, 
here’s your chance to show your 
stuff. If you’re not, appoint some- 
one on the staff to run the paper. 
Editorial content should be about 
as follows: (1) A “lead” article 
describing in detail the outstand- 
ing sale of the week, always using 
the terminology of the contest, of 
course ... “Joe Williams stepped 
up to the plate last week, and 
socked the old apple right out 
of the park as he landed an 
apartment house contract, and 








scored 24 runs for the refrigerator 
department..... ” (2) A resume 
of all salesmen’s sales for the 
week, with brief comment on each. 
If they’re lagging, don’t hesitate to 
“rib” them, in good columnist 
style. (3) A complete publication 
of contest standings to date. 
(4) An editorial. The latter may 
take almost any form: it may be a 
sales training talk in disguise, it 
may be a worthwhile piece of com- 
ment taken from some publication, 
it may be some ideas you’ve had 
that you’ve wanted to get over to 
the men. Here, again, sales con- 
tests permit you to do things you 
can’t do in sales meetings: the 
salesmen are going to be interested 
in “their newspaper,” and they'll 
read it thoroughly. Some lectures 
that might not take effect in a 
sales meeting may be slipped over 
in the house-organ without anyone 
realizing that he is being lectured 
to. 

The house-organ should be writ- 
ten in catchy, slangy style. This 
presents no hazard of journalism, 
for if its written as nearly as pos- 
sible like a one-sided conversation, 
in conventional language, it will be 

(Continued on page 59) 
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Keg of Pennies 
For Electric Range 


HREE years ago, Stephen F. 

Klein, commercial salesman 
for Gulf Power Company, called on 
V. E. Stanton, who owns a gro- 
cery store in the little town of 
Century, Florida. Not overlooking 
any bets, Salesman Klein suggest- 
ed that the Stantons install an 
electric range in their home. While 
talking about how convenient the 
electric range would be, Klein no- 
ticed a jar of pennies on a shelf 
behind the cash register and he 
asked what they were for. Grocer 
Stanton told him that he didn’t 
like to ring up penny sales, so 
when some child bought a penny 
piece of candy, the penny was 
dropped into the jar. 

Jokingly, Grocer Stanton stated 
that when he got a keg of pennies, 
he would buy an electric range. 
On his following calls at the Stan- 
ton store, Klein usually made some 
remark about the pennies which 
were increasing jarful by jarful. 
On a recent call, Klein told the 
grocer about an electric range be- 
ing sold at a special price of 


$132.25. Two days later, Mr. Stan- 
ton appeared at the Pensacola 
store and told Klein that he had 
his keg of pennies and was ready 
to buy one of those $132.25 ranges. 
It took both men to carry the keg 
cf pennies into the store where 
Mr. Stanton stated that there were 
thirteen thousand and two hun- 
dred of them, and he added a 
twenty-five cent piece to make the 
$132.25 payment. 

Salesman Klein then proceeded 
to sell Mr. Stanton a table top 


Attic Fan Display Features Miniature Installation 


REALISTIC window display 
showing how one attic fan 
will cool an entire house has been 
used successfully by the Houston 
Lighting & Power Company, of 
Houston, Texas. This display fea- 
tures a miniature house built from 
heavy building board with a plas- 
ter-like finish. The attractive 
model home has a large section of 
the roof cut away to reveal an 
attic fan in operation. 
The air current from the win- 
dows in this miniature house is 
pulled through all rooms and dis- 


charged through the louver. Strips 
of paper ribbon over the louver 
window keep in motion from the 
discharge flow of air... arrows 
point to the air intake and signs 
in the window explain the com- 
piete circulation and cooling ef- 
fects of the air. 

Actual and artificial shrubbery 
in the window makes this home 
attractive and_ realistic. Spot 
lights focus attention on the dis- 
play day and night—a sign in- 
vites prospects to see their attic 
ventilation dealer. 
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storage type water heater on 
terms, probably to be paid for with 
the future accumulation of pen- 
nies. 

There was considerable argu- 
ment between Klein and the cash- 
ier as to who was going to count 
and wrap the pennies. Klein took 
them to a local bank, after closing 
hours, and with the assistance of 
a teller, they were counted and 
bagged on a counting machine— 
the counting requiring one hour 
and ten minutes. 


Twenty Iron Models in 
Effective Display 


HE source of a sales volume 

in electric irons which war- 
rants a stock of one gross on hand 
at The Electric Shop of C. Schneid- 
er & Sons, Washington, D. C., is a 
repair department that offers a 
“while you wait” service and does 
a selling job at the same time. 

The third generation of Schneid- 
ers now operates this appliance 
store which in the days of its ori- 
gin sold lightning rods as the near- 
est approach to anything electri- 
cal. During the three generations, 
the Schneiders found out that it 
is neither necessary nor wise to 
retire with a repair job to the back 
room where the customer may be 
kept in the dark as to how simple 
it is. Much more can be accomp- 
lished by doing the job on a serv- 
ice counter where she can stand 
by and watch or sit in a comfort- 
able chrome and leather chair 
while you sell her on the idea of 
having two irons in case one 
breaks down in the middle of a 
big ironing job. 

This is one of the ways the 
Schneiders have built up to a stock 
of one gross of irons and a display 
counter of 20 models, a selection 

(Continued on page 26) 
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N increase in volume of 500 

per cent within six months is 
he record just established by the 
lectrical appliance department of 
he Pizitz Department Store, in 
Birmingham, according to W. C. 
Allen, newly appointed manager of 
the department. Although the 
sales floor is kept well manned, 
the greater part of this increased 
)usiness is from outside selling by 
. sales force that includes a num- 
ber of women. 

“As well as I can determine, 
much of our increase in business 
has resulted from the use of sales- 
vomen for regular outside can- 
‘assing and demonstration,” re- 
ports Mr. Allen. “The sales record 
for washing machines has been 
especially good. Women are na- 
turally suited to appliance selling, 
specially to selling washing ma- 
-hines. They have less difficulty 
in getting into the home, and after 
getting in, they are better able to 
enter wholeheartedly into the dis- 
cussions of the problems of the 
home, which most of them under- 
stand by actual experience. 

The Pizitz Appliance Depart- 
ment uses mature women and, 
strange as it may seem, prefers 
women who are actually engaged 
at the moment in running their 
own homes—housewives. A woman 
who is actually engaged in house- 





This group of saleswomen 
employed by the electrical 
appliance department of the 
Pizitz Department Store, of 
Birmingham, have been 
largely responsible for a 
very marked increase in 
sales volume. Since most 
of them are engaged in 
housekeeping themselves, 
they have been unusually 
successful in selling ranges 
and laundry equipment. 





Women on the Sales Foree 





Account for greall y increased volume 
in range and laundry equi pment sales 


keeping, the manager believes, is 
going to be more interested in the 
products and more enthusiastic in 
discussing them. 

The greatest difficulty, it was 
explained, was in obtaining ma- 
ture women, as most mature wo- 
men have responsibilities that pre- 
vent them from working. Butina 
town large enough, said Mr. Allen, 
there are sure to be many mature 
women who need money and are 
willing to work for it. As a matter 
of fact, the Pizitz Appliance De- 
partment has been able to keep a 
full force of women of this type 
employed. Mr. Allen has found 
that because of their maturity and 
the need for a job suited to that 
maturity, these women make the 
most consistent and dependable 
workers. 

Of course, it was learned that 
most of these women needed train- 
ing but this problem was easily 
handled. The department provides 
extensive and continuous training 
with the entire sales force meeting 
every morning for a brief training 
period. 

“Our morning meetings are not 
just pep meetings,” explained Mr. 











Allen, who'holds the opinion that 
it is possible to give out too much 
pep backed with too little basic 
training. “We go in for basic, 
consistent training that gives the 
salesman a knowledge of the work 
and its daily problems. I am not 
looking for ‘flash-in-the-pan’ sell- 
ing by the type of salesman who 
often gives a brilliant performance 
on one day which is followed by 
several days of slump and depres- 
sion. I place emphasis on con- 
sistent selling based on rock bot- 
tom training and believe that this 
training should be daily and con- 
tinuous. You may not get as many 
flashes this way as you do from 
pep meetings but I am certain 
from my own experience that 
frank treatment of the problems to 
be met in training makes for more 
volume in selling in the end than 
the false stimulus of high pressure 
pep meetings.” 

The Pizitz training plan in- 
cludes actual cooking and washing 
as it should be done for demon- 
stration. However, the basic train- 
ing is: built on Mr. Allen’s theory 
of five important steps or ques- 
(Continued on page 59) 

























Distribution Panelboard Wiring 
For Adequaey and Safety 


HE connection of the circuit 

wiring to panelboards and 
other distribution devices is rela- 
tively simple for a good electri- 
cian, but if one may judge from 
an examination of panelboards in 
actual service, the fire protection 
principles in the segregation and 
arrangement of the wiring are not 
so well understood. Some discus- 
sion from this standpoint may 
therefore be helpful. 

The ideal wiring arrangement 
for panelboards is achieved where 
the main line conductors and the 
branch-circuit conductors enter 
the cabinet opposite their termi- 
nals and are carried in a straight 
line to those terminals. 

Such an arrangement results in 
absence of crowding together of 
wires of opposite polarity, mini- 
mum heating for the wiring, and 
little chance of wires coming into 
contact with uninsulated line ter- 
minals of opposite polarity. 

This ideal arrangement is sel- 
dom achieved in actual installa- 
tions. In some installations, the 
branch-circuit wires are carried 
from the terminals on one side 
through the wiring gutter to the 
other side of the cabinet where 
they enter the conduit. In other 


By M. M. Brandon 


Associate Electrical Engineer 
Underwriter’s Laboratories, Inc. 
New York City 


instances, the wires from the ter- 
minals on the side of the panel- 
board are carried to the top or the 
bottom of the panelboard before 
leaving in the conduit conveying 
them to the ultimate load or to 
other distribution centers, and 
the main line conductors are some- 
times brought in at the sides of 
the cabinet or at the opposite end 
from the main line terminals thus 
necessitating the running of a con- 
siderable amount of wire inside 
the cabinet. 


Use of Wiring Gutters 


The wiring gutters provided to 
take care of this mass of wiring 
are considered very much as any 
raceway is considered and there 
are two cardinal principles to be 
met. The first principle is the 
provision of a separate compart- 
ment of adequate cross-sectional 
area to house the conductors and 
to protect them against mechanical 
injury, and the second is the 
elimination from this wiring com- 
partment of any uninsulated live 




















parts. Neutral terminals not di- 
rectly connected to the enclosure 
are judged as live parts. 

In designing a panelboard that 
is intended for installation under 
the requirements of the National 
Electrical Code, a manufacturer 
musi take both of these principles 
into consideration; and while, in 
theory, this is simple, in applica- 
tion it may lead to a number of 
complications. As a guide, the 
manufacturer has the National 
Electrical Code, paragraphs “c”’ 
and “d,” of section 103706, of the 
1937 edition, and the “Panelboard, 
Service Equipment, and Cabinet 
and Cutout Box Standards” of Un- 
derwriters’ Laboratories, Inc. 

To assist in an understanding of 
the Code requirements, they are 
quoted here: 


“c. Wiring Space—When Re- 
quired. Cabinets and cutout boxes 
which contain devices or appara- 
tus connected within the cabinet or 
box to the conductors of more 
than 4 circuits, including branch 
circuits, meter loops, sub-feeder 
circuits, power circuits and simi- 
lar circuits, but not including the 
supply circuit or a continuation 
thereof, shall have back wiring 
spaces or one or more side wiring 
spaces, side gutters or wiring com- 
partments, unless the conductors 





Fig. 1. No matter how care- 
fully the manufacturer de- 
signs his panelboards, their 
ultimate safety will depend 
to a considerable extent 
upon proper wiring in the 
field. Although he provides 
the wiring space for a rea- 
sonable and likely type of 
installation, sloppy wiring 
may nullify the advantages 
of good design. Of these 
two installations, the work- 
manlike job at the right is 
the safer and least likely to 
have breakdowns. 
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leave the cabinet or cutout box di- 
rectly opposite their terminal con- 
nections. 

“d. Wiring Space—Enclosure. 
Side wiring spaces, side gutters or 
side wiring compartments of cabi- 
nets and cutout boxes shall be 
rendered tight enclosures by means 
of covers, barriers, or partitions 
»xtending from the bases of the 
devices, contained in the cabinet, 
to the door, frame, or sides of the 
cabinet; provided, however, that 
where the enclosure contains only 
those conductors which are led 
from the cabinet at points directly 
opposite their terminal connections 
to devices within the cabinet such 
overs, barriers or partitions may 
be omitted. Partially enclosed 
back wiring spaces shall be pro- 
vided with covers to complete en- 
‘losure. Wiring spaces that are 
required by paragraph (c) of this 
section and which are exposed 
when doors are open, shall be pro- 
vided with covers to complete the 
nclosure.”’ 


It will be noted that these pro- 
isions call for complete enclosure 
f the wiring even when the cabi- 
et doors are open, where more 
han four circuits are involved. 
[There is no particular virtue in 
he four circuit limitation, that 
number being chosen as a prac- 
tical and reasonable division point 
ibove which the number of wires 
nvolved is apt to create conges- 
tion and increase the likelihood of 
injuries to the conductor insula- 
ion through crowding into a small 
pace or compression between the 
ioor and the cabinet box. 

The amount of wiring space 
needed, of course, is determined by 
he number of wires which may be 
run therein and this in turn is de- 
ermined by the number of circuits 
nd whether or not the panelboard 
s of the feed-through type where 
he main conductors feed through 
n order to supply other panels, or 
vhether the panelboard is of the 
imple distribution type in which 
he feeders terminate at the pane!l- 
poard. The values for different 
izes and numbers of wires are 
vorked out and included in Un- 
lerwriters’ Laboratories’ Stand- 
irds. 


Contractor’s Responsibilit 
Pp y 


A manufacturer desiring to 
abel an enclosed panelboard, en- 
-losed branch circuit cutout, or 
service equipment, where both the 
panel and the enclosure are pro- 
vided as a unit at the factory, must 
provide the necessary’ wiring 
space, but where assembly in the 
cabinet is not made until the field 
installation is made, it will be nec- 
essary for the contractor and the 
electrical inspector to see that the 


From top to bottom: Fig. 2. A small 
distribution panel for use at serv- 
ices, properly wired. Fig. 3. This 
panelboard is not only improperly 
wired but was improperly designed 
in the first place. Figs. 4 and 5. 
These small distribution panels are 
provided with back wiring space. 
If that space is used, there is ample 
room for wiring, but side wiring 
alone in these boxes would result 
in a crowded, unsafe installation. 


proper space is available. This 
need not be the theoretical space 
called for in Underwriters’ Lab- 
oratories Standards, because the 
wires are actually in place and a 
glance will tell an experienced 
electrician or electrical inspector 
whether or not there is too much 
crowding. 

It should be noted here that the 
manufacturer is required to pro- 
vide side or back wiring space only 
for a reasonable and likely type of 
installation and that no matter 
how carefully the panelboard may 
be designed from that standpoint, 
it can be so wired in the field as 
to completely nullify the careful 
design. In Fig. 1, for example, are 
two illustrations of panelboard 
wiring. A glance will indicate the 
workmanlike job in one case and 
the unworkmanlike job in the 
other; and here, as in all other 
electrical work, the carefully wired 
installation is the safer and less 
likely to have breakdowns. 


Barriers Provided 


Fig. 2 shows a smal] distribution 
panel for use at services. It is 
properly wired and, in addition, 
the manufacturer has placed smal} 
barriers on each side to indicate 
that these areas are not intended 
as wire passages. The barriers are 
readily removable and a wireman 
could place wires in the small side 
spaces, but obviously in so doing, 
he would not be complying with 
the provisions of the National 
Electrical Code calling for ade- 
quate wiring space. 

Fig. 3 illustrates not only an 
improperly wired panelboard, but 
also one that was improperly de- 
signed in the first place. There 
are no provisions for segregated 
wiring gutters. Fortunately, pan- 
elboards of this type are largely a 
thing of the past. 

Figs. 4 and 5 illustrate small 
distribution panels with back wir- 
ing space. If that back space is 
utilized, there is ample room for 
the wiring, while if the back wir- 
ing space is not utilized, the side 




















wiring space would be inadequate 
and a poor job would be the result. 

On the other hand, there are 
some back wired type of panel- 
boards that have ample room for 
the wiring but which do not have 
adequate closure of the wiring 


space on account of the unclosed 
gap between the edge of the panel 


and the walls of the box. This 
opening permits direct access to 
the wiring in the back and also 
may permit the projection of loose 
wires with the possibility of injury 
to the insulation when the door of 
the cabinet is closed. 

Fig. 6 shows a panelboard, cab- 
inet, and wiring gutter enclosure. 
The wiring space on the right is to 
permit the wires to leave from the 
right when desired. Many enclos- 
ures are made without this extra 
gutter and therefore the wires 
should leave only from the one 
side where ample gutter space is 
provided, or from the top and bot- 
tom. Attention is also called to 
the provision for switches which 
may be placed in the trim at such 
time as circuit switches are need- 
ed. This provision for the addi- 
tion of switches on the load side 
of the fuses will be ruled out in 
the next edition of the National 
Electrical Code, if the reeommend- 
ations of the Electrical Committee 
on this point are adopted. 


Segregation of Live Parts 


The elimination of uninsulated 
live parts from the wiring gutter 
is largely accomplished by the 
original design of the panelboards 
and is not so subject to change on 
account of improper wiring. In 





the older types of panelboards, 
this segregation of live parts and 
the wiring gutter was accomp- 
lished by mears of barriers hav- 
ing small openings opposite the 
wiring terminals to permit the 
passage of the wires between the 
wiring gutters or compartments 
and the terminals. This construc- 
tion was superseded in the mould- 
ed types of panels by small indi- 
vidual barriers between each ter- 
minal, the barriers being high 
enough to prevent wires of oppos- 
ite polarity from resting on the 
uninsulated live terminals. This 
type of construction is well illus- 
trated in Fig. 1. 

The neutral terminals are set 
off by barriers so that wires are 
not likely to be pulled across them. 
See Figs. 6 and 7. 

In Fig. 5, an uninsulated wiring 
terminal is shown on the left and 
if the panel is wired properly, no 
wires of opposite polarity will be 
in contact with this terminal, but 
if the wires shown in the back 
wiring space were placed in the 
side wiring space on top of the 
metal strip shown, they would be 
in contact with the uninsulated 
terminal of opposite polarity and 
an undesirable situation created 
thereby. If there were room for 
some of the wires, as seems evi- 
dent from an examination of Fig. 
5, and wiremen were unfamiliar 
with the basic idea of keeping 
uninsulated live parts out of the 
wiring gutter, such routing of the 
wires might be attempted, but no 
one familiar with the principle 
just enunciated would consider 
such wiring. 
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Fig. 6. (Left) A panelboard 
eabinet and wiring gutter 
enclosure. Note the wiring 
space on the right to permit 
the wires to leave from th« 
right when this is desired 
Fig. 7. (Right) Not uncom 
mon is this abuse of the 
principal of placing no un 
insulated live parts in the 
wiring gutter. The pane! 
shown is of the metering 
type and the bus bars in the 
center are of opposite po 
larity. 





Fig. 7 shows a not uncommon 
abuse of the principle of no unin- 
sulated live parts in the wiring 
gutter. The panel shown is of the 
metering type and the bus bars in 
the center channel are of opposite 
polarity. The wires of opposite 
polarity are run over the live parts 
indiscriminately and while this 
particular panelboard and some 
like it in the same building have 
not, as yet, so far as is known, 
broken down on account of this 
slipshod method of wiring, the pos- 
sibilities of trouble are greater 
than if adequate segregation of 
wires of opposite polarity were 
obtained. 


Making Safe Installations 


It is only by rigid adherence to 
fundamental engineering princi- 
ples such as this that breakdowns 
in distribution panels can be min- 
imized and both contractors and 
electrical inspectors should work 
together with the realization that 
they have a joint job to do in 
ebtaining proper wiring, and that 
no matter how carefully a panel- 
board is designed, much of the 
benefit may be lost by improper 
installation. 

It may also be well to point out 
that the label of Underwriters’ 
Laboratories, Inc., on a _panel- 
board indicates merely that the 
panelboard is so designed and con- 
structed that it can be installed in 
a safe manner in accordance with 
the provisions of the National 
Electrical Code, and that depend- 
ence cannot be placed in the label 
alone to the exclusion of proper 
installation. 
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Bank Lighting with Fluorescents 


Fluorescent lamp application for general lighting solves 
problem complicated by low ceiling and exposed duct lines 


F the many recent develop- 
() ments of the lighting research 
iboratories, none has attracted 
ublic fancy as has the fluorescent 
imp. However, until recently, the 
najority of installations of floures- 
ent lighting have been more or 
ss localized applications in which 
he lamp has been located fairly 
lose to the work and intended to 
lluminate a definite and limited 
rea. 

Because of a_ peculiar archi- 
ectural problem, however, floures- 
ent lighting was suggested for 
reneral illumination in the new 
juarters of the Security National 
Bank, of Greensboro, N. C. This 
irea was originally designed for 
bank occupancy and featured the 
nassive proportions which were 
ong felt to be a part of banking 
architecture. In order to obtain 
more working space, C. C. Hart- 
mann, architect for the bank, de- 
cided to depart from tradition and 


By W. J. Burton 


Lighting Engineer, Duke Power 
Company, Greensboro, N. C. 


to divide the original lobby with 
its 23 foot ceiling into two floors. 
This resulted in a main lobby hav- 
ing a distance of only 11 feet from 
the floor to the bottom of the 
beams supporting the new story. 
The lighting problem, already com- 
plicated by the low ceiling and ex- 
posed beams, was made even more 
difficult by the necessity of run- 
ning the air conditioning ducts ex- 
posed. 

The lighting service department 
of the Duke Power Company was 
consulted and the suggestion was 
made to so arrange the ducts and 
beams as to form recessed coffers 
to house the lighting equipment. 
Consideration was then given to 
the possibility of using fluorescent 
lamps and a layout developed. The 


coffers were made 11 feet long, 
6 feet wide and 18 inches deep with 
10-watt 


lamps arranged in each coffer in 


eight fluorescent Mazda 
such a manner as to give a uniform 
distribution of light. To obtain 
the maximum efficiency, exposed 
lamps were utilized, but the depth 
of the coffer served to shield the 
lamps from nermal view. To make 
this shielding more effective, tell- 
ers cages, desks, etc., were arranged 
to face the short length of the 
coffers. 

Lamps are installed on chrome 
finish Wiremold fluorescent strip 
and the coffers are lined with na- 
tural color acoustical board to 
reduce the noise from the auxil- 
iaries to a minimum. Although this 
finish does not have the best pos- 
sible reflection factor and might 
not be adaptable for indirect light- 
ing, it works very well with the ex- 


yosed lamps. (Con’t on page 59) 
] ] pa; 


The lighting problem of the recently remodeled Security National Bank, of Greensboro, N. C., was 
complicated by low ceiling and exposed beams made even more difficult by the necessity of running 
A design utilizing fluorescent lamps proved most successful. 


exposed air conditioning ducts. 








Understanding and Using the 
National Electrical Code 


ie the last article of this series, 
it was pointed out that two func- 
be performed by the 
This previous 
discon- 


tions must 
service equipment. 
discussion dealt with the 
necting means which must be pro- 
vided for the service. In this ar- 
ticle, we will the second 
function, that of providing over- 
current protection in the service 
equipment for the entire interior 
wiring system beyond the service. 

The general rule for overcurrent 
protection is important. It simply 
states that each ungrounded serv- 
ice entrance conductor must be 
provided with overcurrent protec- 
tion. This should not be confused 
with other sections of the code 
which provide for less overcurrent 
protection of the circuit wiring. 
For example, for motor circuits 
the overcurrent protection may be 
even two of the 
Under all 
con- 


sys- 


discuss 


omitted in one or 
ungrounded conductors. 
conditions each ungrounded 
ductor of a service entrance 
tem must have overcurrent protec- 
tion. 

The specific protection must be 
a device which can be installed in 
series with the line. In general, 
the rating or the setting of this 
device must not exceed the carry- 
ing capacity of the wire it is pro- 
tecting. However, five exceptions 
are recognized by the code to this 
genera] rule. (Section 2371a.) 

The first exception recognizes 
the fact that a service may be sup- 
plying a motor load or a combina- 
tion motor and lighting load. The 
rules for overcurrent protection of 
motor circuits or combination mo- 
tor and lighting circuits permit 
these circuits to be “over-fused,” 
that is, the setting of the circuit 
breaker or rating of the fuse in the 
service entrance conductor may be 
far in excess of the carrying ca- 
pacity of the service entrance con- 
ductor itself. As will be pointed 
out in the discusion of motor cir- 
cuits, this is necessary to eliminate 
excessive fuse blowing or circuit 
breaker opening due to the high 
starting current imposed on the 
circuit by motor loads. 


By B. Z. Segall 


New Orleans Public Service, Inc. 
New Orleans, Louisiana 


N this eleventh article of 
his series on the Code, Mr. 
Segall continues his discussion 
of the requirements relating 
to services, as covered in Arti- 
cle 230. Other articles in this 


series have appeared in fore- 


issues, beginning in 


1939. 


going 


April, 
@ 


The second exception allows an 
instantaneous type or time delay 
thermal trip type of circuit break- 
er to have a setting 25% higher 
than the capacity of the service en- 
trance conductor. The breakers if 
set for full wiring capacity, es- 
pecially the instantaneous. type, 
would be opened quite frequently 
whenever the load would be equal 
to the full capacity of the wire. 





MAXIMUM OF SIX SETS OF SE 
EQUIPMENT WITHOUT A MAIN SWIT 
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Fig. 25. These diagrams illustrate 
the rules governing the use of six 
fuses and disconnects, or less, in 
lieu of a main switch and over- 
current protective device. 


The third exception is but a cor- 
relating rule to 235la which allows 
a maximum of six circuit break- 
ers to serve as the disconnect 
means for a service in place of one 
large disconnecting switch. Simi- 
larly, since a circuit breaker is in- 
herently a combined disconnecting 
device and an overcurrent protec- 
tion unit, up to six sets of break 
ers may be installed in place of 
one main set of overcurrent de 
vices. 

The fourth exception is a simi- 
lar rule for fuses. Since the use of 
a fuse and switch for service en- 
trance equipment could be accom- 
plished by two separate units, this 
exception limits the use of six sets 
of fuses or less for only two meth- 
ods of arrangement of the switches 
and fuses. Figures 25a and 25b 
show these two arrangements. In 
Figure 25c each fuse has its indi- 
vidual disconnecting switch. In 
Figure 25b all six fuses, or less, 
are placed in a common enclosure 
with a main disconnecting switch. 

A recommendation has been sent 
to the Electrical Committee to com- 
bine exceptions 3 and 4 to read: 
“3. Not more than six circuit 
breakers or six sets of fuses may 
serve as the overcurrent protec- 
tive device.” 

In sction 235la, the use of six 
breakers or switches in lieu of a 
main disconnect is contingent on 
having them in a common enclo- 
sure or grouped at a readily ac- 
cessible point. This ruling, there- 
fore, automatically applies to the 
overcurrent protection and would 
not have to be repeated in the rec- 
ommodation as shown in the be- 
ginning of this paragraph. 

The fifth exception is quite 
complicated in its intent. Two gen- 
eral conditions are involved: 

(1) Where a common readily 
accessible space is available to all 
tenants in a multiple occupancy 
building. 

(2) Where no such space is 
available and tenant has access 
only to his portion of a multiple 
occupancy building. ~ 

For the first condition, up to six 














sets of overcurrent devices may be 
used in place of one main set of pro- 
tection units. Figures 26a and 
26b illustrate this exception. Fig- 
ire 26a shows six sets of service 
ntrance conductors tapped to one 
ervice drop and installed in the 
pace readily accessible to all ten- 
nts at all times. 

Even though such a common 
pace is available, it is not neces- 
sary to bring all the service equip- 
nent into this space. A maximum 
f six sets of service entrance con- 
luctors or six sets of service equip- 
nent may be brought into a build- 
ng without a main switch. Thus, 
Figure 26b shows three sets of 
ervice entrance conductors each 
1aving two sets of service equip- 
nent serving three customers in a 
juilding. It should be noted that 

common space is available but 
ach set of service entrance con- 
luctors are brought into the in- 
lividual tenant space. As long as 
there is but a total of six divisions 
1f the service, such as three sets 

f service entrance conductors with 
two sets of service equipment on 
each, no main switch is required. 
If the building is further sub- 
divided and another set of service 
equipment or another set of serv- 
ice entrance conductors installed, 
then a main switch would have to 
be installed at “A” as shown by 
the dotted lines. 

For the second condition out- 
lined above, i.e., no common space 
readily accessible to all tenants in 
a multiple occupancy building, 
quite different rules apply. Figure 
27 illustrates this exception. It 
will be noted that there are seven 
sets of service entrance conductors 
and no main switch is required as 
long as all taps are made to the 
service drop on the outside of the 
building. It also will be noted that 
one customer is served through six 
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Fig. 27. When no common space readily accessible to all tenants in a 
multiple occupancy building exists, no main switch is required in the 
service as long as all taps are made to the service drop on the outside 


of the building. Such taps are 


not limited in number. Note that the 


subdivisions of each tenants service must not excced six unless a main 
switch and overcurrent protective device is installed. 


sets of circuit breakers instead of 
a main switch, that another is 
served through a main switch and 
six fuses, that a third is served 
through six sets of switches and 
fuses, and that the balance are 
served through fused main 
switches. All four types of instal- 
lations are acceptable, provided: 

(a) No common space is avail- 
able, and 

(b) All taps are made on the 
outside of building. 

All the general rules for over- 
current protection are stated in 
Article 240. In section 2409 of 
this Article, general requirements 
are set up for overcurrent protec- 
tion of the grounded conductor. 
Gne of these rules states that no 
overcurrent device shall be piaced 
in the grounded conductor unless 
this overcurrent device simultane- 
ously opens all the conductors of 
the circuit. Section 2371b states 
this rule and augments this re- 
quirement by stating that the 
grounded conductor overcurrent 
device shall be a circuit breaker. 
Obviously, this is the only stand- 
ard device available to perform 


this function. 

The service overcurrent device 
must in general be an integral part 
of the service disconnect. How- 
ever, it may be in a separate unit 
but then must be installed immedi- 
ately adjacent to the service dis- 
connect. Quite often the service 
equipment is located some distance 
within a building. To protect the 
exposed conduit and equipment in- 
side of the building, the overcur- 
rent device is quite often required 
to be installed at the outer end of 
the service raceway at a point near 
the junction and the service en- 
trance conductors and the service 
drop. Under these conditions, the 
service disconnect and overcurrent 
device do not have to be set up in 
one unit or adjacent to each other. 

Very often, as outlined in the 
preceding paragraph, the overcur- 
rent device is not readily accessi- 
ble so that a second overcurrent 
device is provided usually as a 
part of the service disconnect. 
Again in many cases, the service 
overcurrent device is sealed with- 
in a cabinet and thus is made 

(Continued on page 56) 
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ing having a common accessible space. 


Fig. 26. In (a) above, six subdivisions of a service in lieu 
of main service equipment have been installed in a build- 


tion is shown in (b) except that the six sets of service 


equipment are installed in the tenant spaces. Note that 
the addition of a seventh subdivision of the service as in- 


A similar installa- dicated in tenant space No. 3 would require the installation 


of a main switch and overcurrent protective device at “A”. 





















Advertising and Canvassing 
Find a Place in this 
Firm’s Promotional Activity 


ACK of industry and manufac- 

turing in the city of Florence, 
S. C., and its environs, and the 
resulting lack of electrical service 
and inspection business usually af- 
forded by such plants, has prompt- 
ed the Truette Electric Company, 
operated by Harry W. Truette, to 
develop some “go-getting’” busi- 
ness methods of his own. Both 
newspaper advertising and direct 
solicitation play an important part 
in Mr. Truette’s promotional plans. 

While newspaper advertising is 
directed primarily at the house- 
hold and domestic wiring market, 
some lucrative commercial con- 
tracts have come in as direct re- 
sults of this activity. When a 
large automobile company was 
launched in Florence some time 
ago, the promoters were laying 
plans well in advance of announc- 
ing their intentions and seeking 
estimates. The question of the 
electrical work came up, and the 
Truette Company was selected in 
advance. 

Upon being offered the job, Mr. 
Truette asked why his company 
was selected, and was told that all 
the members of the firm had seen 
his advertisements for a _ long 
time, and that his name was the 
first to come to their minds. 
Further, they reasoned, a firm 
that had been able to stay in busi- 
ness and afford consistent adver- 
tising must be sound operators, 
and accordingly the contract for 
wiring in the Quality Motor Com- 
pany came to Truette almost un- 
solicited. 


School Paper Brought Results 


An interesting variation of the 
advertising schedule is that Mr. 
Truette believes in the value of 
advertising in school papers, 
which is considered by most ad- 
vertisers as mere accommodation, 
or “hand-out.” Truette reasons 
that the more substantial citizens, 
owners and operators of business- 
es and homes, will be interested in 
their childrens’ school activities, 
and will read their school paper; 
thus he feels that his message 
therein will be read by the right 


people, and that further, such cit- 
izens will appreciate his firm’s 
support of the young peoples’ ac- 
tivity. 

His faith in this theory 
firmly substantiated by a contract 
which came in through this adver- 
tising. The 15-year-old daughter 
of a member of the building com- 
mittee of the Methodist Church in 
Myrtle Beach overheard her father 
talking of the plans to build a new 
church, brought her school paper 
to him, and said, “Here’s a good 
contractor: he advertises in our 
paper.” The result was that Mr. 
Truette got the contract for all 
the wiring of the building, to the 
tune of over a thousand dollars, 
This result of the school paper 
advertising came in from a locali- 
ty over seventy-five miles away 
from Florence. 

The second 


was 


spear-head in Mr. 
Truette’s attack is a solicitation 
program which combines active 
cultivation of new prospective cus- 
tomers with a free inspection serv- 
ice. The solicitation was origin- 
ally staged by Mr. Truette to 
bridge periods between jobs, and 
was so successful that it has now 
become a regular part of the firm’s 
promotional activities. Competent 
electricians are used for solicita- 
tion so that no problem which may 
be encountered in a_ prospect’s 


Harry W. Truette 


plant will necessitate a delay or a 
check-back. 

A list is made of all power users 
and potential customers in the 
area, who are not currently giving 
any business to the firm. The 
staff then calls on these prospects, 
effering free inspection and check- 
ing of any power machinery, mo- 
tors, wiring or electrical devices. 
In this field, emphasis is placed on 
the commercial and _ industrial 
market rather than the household 
field. At the conclusion of the 
electrician’s inspection, he pre- 
sents the firm’s management with 
the results of his findings, and 
returns immediately to the shop 
with the data he secured. 

A quick estimate is made, and a 
bid is placed in the management’s 
hands at once, some times on the 
same day. Frequently, jobs result 
immediately, and if not, they usu- 
ally come in later. Those who do 
not break at once are then regard- 
ed as active prospects: the firm 
knows they need the work, it knows 
the exact nature of it, and how 
much it will cost. Careful follow 
up at intervals helps sell the pend- 
ing jobs. 

One of Mr. Truette’s employees 
happened to be in the Cox Motor 
Company for some car repairs, and 
while there, offered to check the 
company’s electrical equipment for 
them. Finding a motor in bad 
shape, he pointed out the need for 
repair in it, and the survey finally 
resulted in a complete rewiring of 
the plant, with several motor re- 
pairs as well. 

“By seeking business in the 
other man’s plant, you are in a 
different position from that when 
he brings it to you,” comments Mr. 
Truette. “He feels that since you 
sought the business, your price 
should be right and final; he won’t 
stand for a change in the first 
quotation, no matter how legiti- 
mate. Consequently, costs must be 
figured right to the dot, and bids 
formulated with care.” 

Example of Truette’s bidding 
habits is found in the county elec- 
trification work. Bids were thrown 
open, and a large number of con- 
tractors bid on the some 80 con- 
tracts which were open. Truette 
made a quick survey of the jobs as 
well as depending on the informa- 
tion issued by the governing board 
of the electrification project, and 
landed 43 of the contracts. In- 
stallation found him with a good 
margin of profit in every job, the 
result of his personal survey of 
conditions and care in making up 
his bids. 





Diversification Essential to 
Small-Town Contracting Volume 


 ONTRACTORS in major in- 
\Y dustrial centers or large cities 
ay build up satisfactory and 
rofitable volumes by specializing 
1d ceoncentrating on certain 
elds of work. In smaller com- 
inities, it behooves the contrac- 
r to fill out his volume by secur- 
g¢ his share of all types of work, 
rom appliance sales to industrial 
pair servicing. Electricians in 
elatively small cities might take 
veral tips from the manner in 
hich the Shaw Electrical Com- 
any reaches out into practically 
ery branch of electrical con- 
‘acting in Greenville, Mississippi, 
» accumulate a highly profitable 
nd well rounded volume of work. 
In seeking business from a vari- 
ty of markets rather than special- 
izing in one or two, the first re- 
juisite, Robert H. Shaw believes, 
a carefully organized office rou- 
ine and promotional system. The 
1ub of this system is an elaborate 
‘ard file system which Mr. Shaw 
levised himself. Card indexes are 


Specialization in a single field of electrical work may be 
highly desirable for contractors in large industrial centers 
and heavily populated areas, but the small town contractor 
who wants a well-rounded volume of work must look for it 
in every possible field: industrial, commercial, residential, 


maintained for the following divi- 
sions of the business: major con- 
tract prospects, repair prospects, 
and electrical appliance prospects. 

Correspondence, papers and 
plans relating to each prospect are 
filed together, and the index card 
shows where each particular file 
is kept. On the card is noted a 
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Robert H. Shaw 


tractor. 


toy electric train to the wiring of a building. 
men are to be seen at work on one of their more recent 
large contracts, the new Hotel Greenville. 


summary of the stages of promo- 
tion of the prospect, and an auto- 
matic “bring-up” system rotates 
the cards so that they act as a 
reminder for action on each pros- 
pect when such action is timely. 
This system applies similarly to 
all prospects, whether contracting 
services or appliance sales aye in- 
volved. 

The reference system for com- 
pleted contracts Mr. Shaw regards 
as one of his most important fa- 
cilities. Complete files are creat- 
ed separately on each completed 
contract, containing records of 
every step and ramification of the 
job. These are filed separately, 
and a card index maintained with 
the general characteristics of each 
job on each card. Over a period 
of time, Mr. Shaw has observed 
that many jobs will arise which 
are almost duplicates of some han- 
dled in the past, and by reference 
to those previously handled, short- 
cuts may be discovered, difficul- 
ties avoided, and extra research 


advises Robert H. Shaw, successful Greenville, Miss., con- 
His firm handles any type job from repairing a 


Above, his 
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and estimating saved. 

“Promoting a satisfactory vol- 
ume of wiring business in a small 
town requires the application of 
consumer merchandising princi- 
ples,” relates Mr. Shaw. “One of 
the most successful efforts my 
company ever made was when we 
tcok a cue from the drug store’s 
‘one-cent’ sale. We advertised a 
special on the installation of new 
electrical outlets in the home: $2 
for one outlet, two outlets for 
$2.01. We devoted our newspaper 
space to the offer, and had a de- 
luge of inquiries. The beauty of 
the promotion was that in every 
case except one, a considerable 
amount of additional work was se- 
cured in addition to the two out- 
lets; the offer was an entre to a 
number of homes and the means 
of making a large number of 
worthwhile contacts.” 


Demonstrations Effective 


Demonstration is another im- 
portant adjunct to the selling of 
Mr. Shaw’s services, both in resi- 
dential and commercial work. 
When discussing the plans for 
wiring a new home, Mr. Shaw sits 
down with the owners, lays out 
the floor plans on a table, and, 
with miniature card-board furni- 
ture, gets the owners to lay out 
the room’s furniture arrangement 
exactly as they expect to have it. 
From this it is easy to locate elec- 
trical outlets in the most conven- 
ient points and to be sure of in- 
stalling enough outlets. 

The efficacy of demonstration 
in commercial work has_ been 
proved by his use of daylight 
lamps in selling fluorescent light- 
ing to stores. Mr. Shaw installs 
the lamps in executives’ offices 
and leaves them there for an ade- 
quate trial period; the final sale 
of the entire installation nearly 
always results. This method was 
successful in selling the Nelms & 
Blum Company, Greenville’s lead- 
ing department store, a complete 
fluorescent job. 

Probably more than any other 
contractor in the area, Mr. Shaw 
has cashed in on the opportunities 
presented in residential wiring 
by the government-stimulated in- 
crease in residential building. This 
promotion has had stimulus from 
two factors. Here again, the sys- 
tem of retaining completed con- 
tracts came into play, for in open 
bidding on F.H.A. and W.P.A. 
projects, the low bid has usually 
gotten the job, other factors being 
equal. Accordingly, upon receipt 
of the plans for a project upon 


which bids had been invited, Mr. 
Shaw’s reference to compieted 
jobs which paralleled the ones in 
hand enabled him to foresee op- 
portunities for saving on materials 
and labor, and to turn in a low bid 
without sacrificing quality or 
profit. 

The most significant efforts 
made by the company in rounding 
up home wiring business, how- 
ever, have been through inside 
contacts built up through a rather 
unusual source. Most electrical 
contractors play along with the 
building contractors, and so does 
Shaw, but in addition, he has 
staunchly allied himself with the 
lumber companies of the locality, 
and many an advance tip comes to 
him through lumber dealers who 
have been called in to figure ma- 
terial costs on jobs not yet thrown 
open for bidding. Advance in- 
formation and careful bidding has 
secured the Shaw company lucra- 
tive contracts on such projects as 
the Greenville Nurses’ Home, a 
$2,000 contract, the Hotel Green- 
ville, almost as large, and several 
profitable service station jobs. 

A very satisfactory volume is 
completed by regular service con- 
tracts with local industries. With 
little or no industrial expansion in 
the area, industrial work is com- 
prised largely of repair and serv- 
ice work. Mr. Shaw has made ita 
point to personally discuss the 
service problems with the signifi- 
sant industries, and to point out 
to them the benefits of a regular 
service contract, rather than call- 
ing indiscriminately on this or 
that contractor for each job as it 
arises. As a consequence, he is 
called for every wiring or repair 
need by the Greenville Compress 
Company, several bottling plants, 
and others. 


Twenty Iron Models in 
Effective Display 
(Continued from page 16) 


which can meet almost any objec- 
tion the customer can think of to 
offer. In fact, starting at one end 
of a row of 20 irons the models 
are arranged in just about the or- 
der of objections the average cus- 
tomer makes, beginning with the 
expensive irons. 

“We never try to sell two irons 
on the first sale,” says F. C. 
Schneider, manager of the sales 
department, and grandson of the 
fuunder of the business. “We know 
we will get a service job on that 
iron eventually at which time we 
can call attention to the need for 
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an extra iron to a customer who 
can see the point much more clear- 
ly since she has experienced thx 
problem of what to do with a dres: 
that is half-ironed. Our large stoc! 
of irons is largely due to thes: 
extra sales at the service counter 

“Since most of the automatic 
irons have to be sent to the factory 
for service, the repair departmen 
brings in a large number of cus 
tcmers who must either buy a sec 
end iron or borrow one while wait 
ing for the first one to be repaired 
To meet this emergency we hav 
reconditioned a number of trade 
in irons that we have taken in o1 
a one-dollar allowance. We len: 
them to the customer while he 
automatic iron is being repaired 
She usually buys this iron for 
second iron. Quite often, however 
we sell her a new iron.” 

The Electric Shop does a boom 
ing business in cords as a result 
of the emphasis on service. If the 
contact points are pitted as a re 
sult of cheap cords, the repaiz 
man, who always checks this item 
calls the customer’s attention t 
it. explaining that a cheap cord 
may ruin a good iron. A 75-cent 
or $1 cord is recommended. 

So little time is required to re- 
pair an iron that a charge of 5 
cents is made for labor, plus 
charge for materials. It usually 
takes about 20 minutes to do the 
jeb. Most of the jobs need only a 
rew handle. It is a simple, quick 
operation worth anyone’s_ time, 
thinks Mr. Schneider, who can re- 
pzir an iron while he is selling a 
clock. 

To illustrate how service takes 
care of sales, Mr. Schneider opened 
up a profitable field by repairing 
a set of irons for the owner of a 
kand laundry who later came in 
for some new irons and told sev- 
eral of his friends about them. 
This customer now tells Mr. 
Schneider when his friends in the 
business are talking about new 
irons. These prospects are called 
cn at their plants. A sales field 
has been developed, which al- 
though highly critical, usually 
means the sale of two or more ex- 
pensive irons at one deal. 

“Our formula for selling irons,’ 
says Mr. Schneider, “is to have 
first of all, a large line on display 
—in our case, 20 models. But in 
order to have such a display a 
large reserve stock is needed, and 
ts have such a stock you have to 
have the sales to turn it—our 
whole operation depends upon 2 
service department that attracts 
attention and supplies the sales 
leads.” 
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Southeastern Electric Exehange 





Conferenee In Roanoke 


T*AXATION, employee and pub- 
A lic relations, load building and 
lectrie utility operating problems 
ire some of the subjects that will 
e discussed at the seventh annual 
onference of the Southeastern 
Electric Exchange, to be held in 
Hotel Roanoke, Roanoke, Virginia, 
May 9, 10 and 11. The Exchange 
s an association of electric util- 
ty operating companies, its mem- 
ership including thirty companies 
vith operations extending from 
Virginia to Louisiana. 

The program will include a num- 
ber of prominent industrialists, 
itility executives, and marketing 
xperts. Among those who will ad- 
lress the conference are: N. M. 
Argabrite, vice president, Ameri- 
ean Gas and Electric Co., New 
York; E. W. Palmer, president, 
Kingsport Press, Kingsport, Tenn.; 
C. W. Kellogg, president, Edison 
Electric Institute, New York; 
Charles E. Ide, East Tennessee 
Light and Power Co., Bristol, Tenn., 
and president of the Exchange; 
Preston S. Arkwright, president, 
Georgia Power Co., Atlanta; H. W. 
Story, vice president and general 
counsel, Allis Chalmers Mfg. Co., 
Milwaukee, Wis.; Elmer Roper, 


distribution consultant, New York. 


The sincere hospitality of an old English inn, combined 
with the conveniences, comfort and service of a modern 
metropolitan hotel, are offered by the new Hotel Roanoke, 
headquarters for the Seventh Annual Conference of the 


a 


Harold E. Meade, vice president, 
New Orleans Public Service, Inc.; 
Charles E. Swartzbaugh, president 
of National Electrical Manufac- 
turers Association, and Swartz- 
baugh Mfg. Co., Toledo, Ohio; and 
others. 

A special feature of the Thurs- 
day evening session will be an 
address and demonstration on mod- 
ern lighting presented by Free- 
man Barnes, incandescent lamp 
department, General Electric Co., 
Nela Park, Ohio. The annual ban- 
quet and dance is scheduled for 
Friday evening, with a_ widely 
known utility executive as guest 
speaker. 

Activity reports of the various 
sections of the Exchange for the 
past year will be presented during 
the conference. Section chairmen 
include: sales section, R. B. Rob- 
erts, Florida Power and Light Co., 
Miami; engineering and operation 
section, R. I. Butterworth, East 
Tennessee Light and Power Co., 
Bristol; accounting section, H. W. 
Boozer, Georgia Power Co., Atlan- 
ta; and employee activities commit- 
tee, W. A. Moore, Mississippi Pow- 
er and Light Co., Jackson. 

Business sessions of the confer- 
ence will be held on Thursday, Fri- 
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day and Saturday mornings, leav- 
ing afternoons open for golf and 
other recreational activities. Among 
the numerous facilities offered by 
Hotel Roanoke are _ non-resident 
guest cards at the Roanoke Coun- 
try Club, the Monterey Golf Club, 
and the Blue Hills Golf Club. A 
delightful swimming pool is avail- 
able at the Country Club, and ex- 
cellent riding horses with privil- 
eges of 25 miles of trail may be 
obtained from the Blue Ridge Hunt 
Club. 

An interesting entertainment 
program has been prepared by the 
local entertainment committee, 
headed by W. I. Whitefield, of Ap- 
palachian Electric Power Co. For 
the ladies, a program of luncheons, 
bridge, and sight seeing trips has 
been planned. 

Charles E. Ide, president of the 
Exchange, will preside over the 
conference. Other officers include: 
first vice president, A. W. Hig- 
gins, president, Florida Power 
Corp., St. Petersburg; second vice 
president, L. P. Sweatt, vice presi- 
dent and general manager Missis- 
sippi Power Co., Gulfport; and 
third vice president, C. C. Curtis, 
president, Savannah Electric and 
Power Co., Savannah. 








Southeastern Electric Exchange. Views of the Hotel and 
typical scenic beauty of the vicinity are shown here. 
Business sessions of the Conference are scheduled for May 
9, 10 and 11. (Photos courtesy Norfolk & Western Railway.) 








Oklahoma Association Holds 
22nd Annual Convention 


W. KELLOGG, president, 
.. Edison Electric Institute, 
and R. M. Winsborough, Middle 
West Service Co., were among the 
speakers, prominent in the electri- 
cal industry, who appeared before 
the Oklahoma Utilities Associa- 
tion during its 22nd annual con- 
vention. 

The convention, held March 
18-19 at the Biltmore Hotel, Okla- 
homa City, Okla., was attended by 
about 400 delegates, most of them 
executives and employees of elec- 
tric and natural utilities. 
Speakers confined themselves 
principally to the more serious 
general problems, many of which 
affect both classes of public utili- 
ties represented in the meeting. 
The speaking program was about 
evenly divided between represent- 
atives of electric and com- 
panies, with a few speakers from 
outside the industries. 

Explaining modern methods of 
advertising, especially as applied 


gas 


gas 


electrical industry, which 
he believed would be helpful to 
other utilities, Mr. Winsborough 
advised his hearers to anticipate 
their problems before they arise 
and then endeavor to head them 
off with sustained and carefully 
pianned advertising and _ other 
methods of improving public rela- 
tions. “We have to discover the 
fires and put them out before they 
spread,” he said. 

Mr. Winsborough explained that 
the two principal objectives of 
utility advertising are to cause the 
public to think well of the indus- 
try and to wider use of 
utility service, so that the business 
may grow and its customers get 
more for their money. 

Many interesting results of sur- 
veys made by his company in about 
14 states, some confined to single 
communities and others more gen- 
eral, were outlined by Mr. Wins- 
borough. A poll taken among cus- 
tomers of a single electric utility 
and relating to the same rates 
showed that 57.6 per cent of those 
queried, who were antagonistic to 
utilities, thought light rates were 
too high. Among people friendly 
to the company 34.6 per cent 
thought rates were too high and 
63.1 per cent thought them to be 
fair and reasonable. 

The fact that one survey indicat- 


to the 


secure 


ed that nine out of ten people were 
able to name a government dam 
project shows that the government 
has done a good job of selling its 
program, the speaker asserted 
This was cited as a reason why 
utilities should do a better selling 
job to the public. On the othe 
side of the balance sheet, however, 
favorable to the utilities, only 16 
per cent of those answering an- 
other poll believed that servic« 
would be better under public man 
agement. 

“A popular misconception i 
that an electric transmission lin: 
is a source of energy in and ¢ 
itself,” declared C. W. Kellogg 
president, Edison Electric Insti 
tute, New York City, in a papel 
dealing with ‘“Interconnection.’ 
Such a line is a dead drag, the 
speaker explained, unless it make 
the use of some generating capaci 
ty more effective. The value oi 
an interconnection depends on thi 
net saving after deducting th 
burden of transmission. 

The speaker explained various 
forms of interconnection intende: 
to affect savings in transmission 
He referred to the English grid 
system which some have said could 
be applied economically in 
United States. These should bea) 
in mind that the English grid sys- 
tem is designed to meet a great 
diversity of loads encountered 
there. Before advocating such a 
system for the United States ons 
should consider the vastly differ- 
ent conditions existing in thi 
country, he recommended. 

At the close of Mr. Kellogg’s 
address, R. K. Lane, president of 

(Continued on page 30) 


Upper left, Frank B. Long, president, Oklahoma Utilities Association, who 


presided over the two-day convention in Oklahoma City. 


Below, left to 


right, J. F. Owens, president, Oklahoma Gas and Electric Co., and C. W. 


Kellogg, president, Edison Electric Institute, New York. 


Lane, 


R. K. 


president, Public Service Co. of Oklahoma, first vice president of the 
Association, and J. C. Happenny, president, Oklahoma Power and Water 
Co., Sand Springs, who was elected chairman of the Association’s light and 


power division. 


George A. Davis and Glenn Kiley, both of Oklahoma 


Gas and Electric Co., and S. I. McElhose, Southwestern Light and Power 
Co., all directors of the Association, 
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“Blame It on Love” 


r, NTHUSIASTIC reception by 
appliance dealers and distrib- 
ors is being accorded Hotpoint’s 
ill length feature motion picture, 
‘Blame It On Love.” The picture 
ill be shown under the auspices 
f local retailers and utilities sell- 
ng Hotpoint Home Appliances. It 
ill provide a splendid opportuni- 
to present the complete “use 
value” story on home appliances 
to large groups in a dramatic, ap- 
ealing manner. 

The hour-length picture sets a 
iigh standard in the field of com- 
nercial motion pictures. Pro- 
iuced in the Hal Roach Studios in 
Hollywood, “Blame It On Love” 
as a full cast of well-known Hoi- 
lvwood players. According to mo- 
tion picture authorities, a cast of 
his high caliber has never before 
een assembled in a commercial 
picture, Every foot of the picture 
is packed with the same emotional 
appeal that causes millions to 
tand in line every day at motion 
picture theaters all over the coun- 
try. The “commercials” are han- 
dled in an extremely clever man- 
ner and cannot fail but arouse 
enthusiasm for the Hotpoint prod- 


icts. 

An exploitation book, containing 
detailed suggestions for using the 
picture to greatest advantage, will 
soon be made available to dealers 
by the Hotpoint company. 
ries of “trailer shorts,’ 


A se- 
each pre- 


, 


senting an expert demonstration 
of home appliances are also to be 
made available for showing in 
combination with the feature mo- 
tion picture. 

“Blame It On Love” is the story 
of Terry Arden (Joan Marsh), 
beautiful featured singer with a 
swing band on a popular local 
radio station. She and Jeff Wads- 
worth (John King), son of one of 
the city’s leading wealthy families, 
are deeply in love. Jeff’s mother 
is bitterly opposed to her son mar- 
rying a “swing” singer, but the 
two youngsters elope anyway. Ter- 
ry tries hard to make a real home 
out of their apartment but it is 
soon evident that she’s about the 
world’s worst housekeeper. 

Terry is embarrassed and un- 
happy at her obvious housekeep- 
ing imperfections, and worried at 
Jeff’s preoccupation with his in- 
vention—a _ radio-controlled air- 
plane—with which he hopes to 
1ake a fortune for the two of 
them. On the other hand, Jeff is 
discouraged at his failure to se- 
cure financial backing for the air- 
plane idea. A particularly trying 
day begins with a breakfast that’s 
worse than usual, followed by an- 








other turn-down for Jeff—this 
time from his own father and the 


board of directors. Jeff, goaded 
by his own disappointment, unwit- 
tingly taunts Terry about her fail- 
ure as acook. The resulting quar- 
rel brings the picture to a splendid 
dramatic climax. Terry leaves, and 
it would seem that their romance 
is dead—from lack of nourish- 
ment. 

She finds a spot as singer on a 
new radio program—“‘The Modern 
Home of the Air,” featuring the 
Hotpoint Electric Kitchen — a 
coast-to-coast broadcast, with tel- 
evision hook-up. 

Here she meets Virginia Francis 
—the home economist who con- 
ducts “The Modern Home of the 
Air.” Virginia soon notices Ter- 
ry’s lack of housekeeping ability, 
and offers to help her. Big fea- 
ture of “The Modern Home of the 
Air” program is an electric cook- 
ing school, featuring Hotpoint 
Measured Heat. The entire cook- 
ing school is shown in the picture 
—at the point where Terry deter- 
mines to become a homemaker. 

Because of the simplicity and 
convenience of the Hotpoint elec- 
tric range and refrigerator, it isn’t 
long before Terry is turning out 
meals fit for a king. Of course, 
she loses no time in having Hot- 
point equipment installed in her 


These scenes are from Hotpoint’s feature moving picture “Blame It on 
Love,” a romantic, fast moving story designed to present the “‘use value’ 
story on home appliances to large groups in a dramatic, appealing man- 
ner. Previews of the picture have been received with enthusiasm by 


Hotpoint dealers and distributors throughout the country. 
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own kitchen. Seemingly overnight, 
she is transformed into a perfect 
homemaker. 

Jeff keeps track of Terry’s prog- 
ress, via radio and_ television. 
When he asks to see her, she in- 
vites him and his family to dinner 
at her home. Even though Terry 
has been at the radio studio near- 
ly all day, her dinner is a triumph. 
With a new conception of Terry as 
a homemaker, Jeff’s family with- 
draw their objections, while Terry 
ard Jeff—their troubles over—em- 
bark on a new and happier life. 





Oklahoma Association’s 
22nd Annual Convention 


(Continued from page 28) 


the Public Service Company of 
Oklahoma, Tulsa, and first vice 
president, Oklahoma Utilities As- 
sociation, outlined the intercon- 
nection system of principal elec- 
trie utilities of Oklahoma connect- 
ed with transmission lines in ad- 
joining states. He said that this 
system had been well developed 
and is very effective in securing 
greater economy and efficiency in 
transmission in Oklahoma. 

A talk on, “The District Manager 
and the Public,” by P. V. Root, 
Oklahoma Natural Gas Company, 
Muskogee, Okla., was mutually 
helpful to electric and gas utility 
managers and employees. 

“Smile darn you smile,” would 
be a good slogan for every district 
Mr. Root declared. “A smile breaks 
dcwn the defense mechanism of 
the public as nothing else will,” 
he said. In his opinion, a public 
utility manager should take a 
small part in several civic organ- 
izations instead of playing a large 
roll in a single one. If he accepts 
the leading place, the public is 
likely to say that his company has 
contributed the most money or has 
selfish motives. He should keep 
well informed on local political 
moves but not take sides in them. 

“In no other business do wives 
play such an important part as in 
the public utility business,” Mr. 
toot declared. Gossip is a pitfall 
this wife should avoid. She should 
be democratic in all her social and 
personal relations, as many of her 
friends and acquaintances are cus- 
tomers of the district or local man- 
ager. 

An address on the “Cost of Gov- 
ernment,” by T. M. Markley, at- 
torney, Public Service Company of 
Oklahoma, Tulsa, was intended 
principally to show the spread of 
the people’s tax money rather than 





a criticism of government, the 
speaker explained. He enumerat- 
ed scores of federal alphabet agen- 
cies, forty of which have been cre- 
ated since 1930. He also declared 
that the total of the public debt, 
direct and indirect, has reached 45 
billion dollars. “The idea that we 
can ultimately carry a federal 
debt of 80 billion dollars seems a 
bit fantastic when we spend ap- 
proximately 20 billions of dollars 
annually on government.” Mr. 
Markley attributed this condition 
principally to the American inclin- 
ation to “Let George do it”! Asa 
result of this policy, “George” 
usually is a professional politician. 
This is not intended as a criticism 
of government, the speaker said, 
because “we have sat by and let 
these things develop.” The gov- 
ernment officials, as a rule, are 
doing as good a job as they know 
how but the average citizen should 
take a more active interest if pres- 
ent high cost of government, fed- 
eral and local, with resultant high 
taxes, is to be lowered. 

Frank B. Long, vice president, 
Oklahoma Natural Gas Company, 
Tulsa, elected president of the 
Oklahoma Utilities Association at 
a meeting of the executive board 
in January, presided over sessions 
of the convention. In his brief 
address, opening the meeting, he 
warned: “As representatives of 
gas and electric utilities, don’t for- 
get that you do not have a monop- 
oly. Westill have coal, petroleum, 
wood and candles in Oklahoma.” 

Utility managers and employees 
are the stewards of the people’s 
money, he asserted. These people 
have invested, in Oklahoma, in 3500 
miles of electric transmission 
lines; thirty-five generating sta- 
ticns and many other electric 
properties. They also have invest- 
ed in 3600 miles of gas transmis- 
sion lines with capacity of 50 bil- 
lion cubic feet annually. The As- 
sociation president pointed out 
that a total of more than a quarter 
of a billion dollars have been in- 
vested in the gas and electric in- 
dustries in Oklahoma and these 
companies are equipped to carry 
even greater loads than at present. 

Elmer Schmidt, vice president, 
Lone Star Gas Company, Dallas, 
also chairman, Natural Gas Sec- 
tion, American Gas Association, 
delivered a message of vital inter- 
est to the gas companies. It em- 
phasized the stability of the gen- 
eral utility industry in weathering 
depression years and later using 
capital at low interest rates to 
make improvements. 
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Robert D. Garver, counsel, The 
Gas Service Company, Kansas City, 
Mo., talked on the operation, thus 
far, of the natural gas act of Con- 
gress and interstate commerce 
commission valuations of oil pipe 
lines made under it, which set 
aside some established rules of 
valuation. 

The public utilities were com- 
plimented for their excellent serv- 
ice and their progress in securing 
public approval in Oklahoma by 
Dave Vandivier, Chickasha, pres- 
ident, Oklahoma Press Associa 
tion. He emphasized the value of 
carrying their messages to ths 
public, through regular advertis- 
ing. 

Other speakers included: W. H. 
Carson, dean, college of engineer- 
ing, University of Oklahoma, Nor- 
man, who explained the Southwest- 
ern Gas Measurement Shortcourse, 
sponsored by the university, the 
Oklahoma Utilities Association 
and others; E. W. Smartt, Okla- 
hema city, chairman state board 
of public affairs, who talked on 
the industrial development pro- 
gram for Oklahoma, and Dr. How- 
ard Taylor, Chickasha, Okla., who 
delivered an inspirational and 
humorous address at the annual 
convention dinner on the subject, 
“Why Go Crazy?” R. K. Lane, 
Tulsa, was toastmaster at the din- 
ner. 

Miss Kate A. Niblack, associa- 
tion secretary, announced that the 
electric and gas divisions will both 
hold fall meetings. 

The electric division chose as its 
new chairman J. C. Happenny, 
president, Oklahoma Power and 
Water Company, Sand Springs, 
Okla., to succeed R. K. Lane. The 
gas division selected A. F. Potter, 
general manager, Bartlesville Gas 
Company, Bartlesville, Okla., as 
its chairman, succeeding W. L. 
Woodward, president, Zenith Gas 
System, Inc., Alva, Okla. Other 
officers of the association for 1940 
were elected at a directors’ meet- 
ing in January. 


Oklahoma Dealer Places 
Record Refrigerator Order 


The Oklahoma Tire and Supply 
Company held previews of their 
j940 line of Leonard electric re- 
frigerators for their customers in 
various Oklahoma towns in Febru- 
ary. The company, with headquar- 
ters in Tulsa, Oklahoma, and op- 
erating throughout the Southwest, 
received 12 carloads of the new 
models for the introduction. This 
order is said to be the largest ever 
shipped by Nash-Kelvinator. 
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New Service Opportunities 
Seen in Locker Plants 


By Allen Parker 


“7 OU and I know that if we are 
1 to continue in the electrical 
rvice business and continue to 
<pand, it is most essential to keep 
r eyes open for every service 
b or refrigeration application. 
ist about the time we think we 

have found all the new fields, 
mething else turns up, such as 

efrigeration for air conditioning, 

x bakery rise, for bottling plant 

use, and the developing of X-ray 
:d other films. 

One of the newest applications 

f refrigeration, and one that ap- 
ars to have widespread applica- 
yn, is that of the frozen food 
cker plant. At present this ap- 

pears to be an almost unlimited 
frigeration field, although the 

idea originally was stumbled upon 
by the operator of an ice plant in 

e Northwestern part of the 
nited States who found that this 

torage accommodation for his 
iends and neighbors could be 

ade into a deluxe service and a 
ofitable business. 

The reason for the outgrowth of 
is field is simple enough. As 
example, picture a farmer who 
cides to slaughter a beef or pork. 
e realizes at the start that his 
mily can consume only a small 

mount of it before he loses the 

alance, and he also realizes that 

ould he sell the animal to a 
aughtering house and then buy 
back as he needs it, the cost to 
+t it back will be twice as much 

3s he received for it, which would 

iake it almost prohibitive to eat 


the meat that he and his own 


eighbors had raised. 

What a different story, though, 
or him to be able to kill his ani- 
nals as he chooses and place them 
n his individual refrigerated lock- 





served almost indefinitely in a 
good condition and allow him to 
choose the amounts and parts as 
he likes; all for only a small 
charge for the service. And so, 
it’s no wonder that this idea im- 
mediately grew popular in the 
Northwest and that the construc- 
tion of these plants is rapidly 
spreading to other parts of the 
country. 

A few such locker plants are 
now in operation in the South with 
several more in the making or 
under construction. Of course, 
your first thought might be that 
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the majority of these locker plants 
will be installed in connection with 
the ice and storage plants already 
in operation and, frankly, these 
plants may be turning down a won- 
derful opportunity if they fail to 
see the possibilities of a locker 
plant in conjunction with their 
present cold storage and ice busi- 
ness. However, the fact is that 
they are absolutely dependent 
upon their rural support for their 
existence, hence they are being lo- 
cated in the small towns and vil- 
lages, many of which do not have 
a local ice or cold storage plant. 
Don’t assume that the size of 
the equipment is getting away 
from that commonly serviced by 
the average service engineer. Un- 
doubtedly, the three and five 
horsepower jobs will be very pop- 
ular with the smaller locker plants 
which are sure to precede the 
larger plants. And with the small- 
er plants placed in strategic loca- 
tions the larger ones may never 
come into existence. Remember 
that a small plant would operate 
between 200 and 250 lockers and 
that it is possible to do this with 
only about a three-horsepower job 
and hold the temperature at about 
five degrees. Naturally this would 
have to be a well insulated job. 
As might be expected most of 
these plants will operate with at 
(Continued on page 60) 
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4 new field of opportunity is opened to the refrigerator sales and service 
firms in the cold storage locker rooms that are springing up throughout 


the rural territory. 


loans and are owned by rural cooperative organizations. 
Freshly killed meat is first delivered to the 


layout is illustrated here. 


chiller room, where it is cut, wrapped and precooled. 


Many of them are being built through government 


A typical plant 


In the freezing 


room, the wrapped meat is quickly frozen and ready for storage in the 
individual lockers in the locker room, maintained at a temperature of from 
5 to 10 degrees F. Jobs are not as large as one might think: a 200 locker 
plant requiring only about three horsepower to maintain a temperature of 


about 5 degrees, assuming efficient insulation. 

















Connecting Diagrams for 
Lap Wound A-e Motors 


Part 10 


By A. C. Roe 


Railway Motor Engineer 
Westinghouse Electric & Mfg. Co. 


ITH this article we present 

the first of the eight-pole 
series of connecting diagrams, 
Figs. 28, 29 and 30. Fig. 28 is the 
8-pole, 2-phase, series connection 
with four leads, but by bringing 
out eight leads it can be used to 
connect a motor for dual voltage 
by external reconnection. Fig. 29 
is the series star, and Fig. 30 the 
series delta, 3-phase, 8-pole dia- 
grams, both of which can be ar- 
ranged with three or nine ieads, 
for single or dual voltage connec- 
tion. 

This month, we will complete 
the discussion started last month 
cn the methods of bringing out 
leads on stator coils. This discus- 
sion will include the methods 
where the leads are bent down, 
instead of straight out. Both free 
leads and leads tied to the coil will 
be covered. 

These last two methods are 
based on the leads being bent down 
or away from the air gap. In or- 
der to understand the reason for 
using the term “leads bent down,” 
the reader must refer to the ex- 
planation given last month defin- 
ing the meaning of the “top cell” 
and “top coil half.” However, it 
is readily seen that if the leads are 
bent away from the air gap it 
wou!d be from the top of the coil 
towards the bottom coil half, as 
shown in Figs. I and J. 


Fig. I-a illustrates the method 
designated as “leads bent down 
and the bottom lead free.” This 
is comparable with Fig. G of last 
month except the leads are on the 





bottom section of the coil ends. 
In Figs. I-a and I-b, the top lead is 
brought out as wound, and it is 
caught under the finishing tape 
half-way down the nose of the 
coil. Thus the top leads are clear 
of the air gap section. 

The bottom leads present more 
of a problem with bent down leads 
than they do with straight out 
leads, in that the leads must be 
kept in the space between the dia- 
mond point or clear of the wind- 
ing angle between adjacent coil 
ends. For this reason, the strands 
in the bottom lead conductors are 
arranged to restrict the dimension 
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“J,” Fig. I-b, to the smalles 
amount possible. It will be n 
ticed in Figs. I-a and I-b that tl 
conductor has two strands, tv 
wide by one deep, but in bringin 
down the bottom lead the tw 
strands are bent on edge. 

The letters in Figs. I and J fi 
the lead lengths, and for indica 
ing where the lead insulation end 
the same as used in la 

nionth’s article, but in this cas 
the basic point from which mea 
urements are made is at the bo 
tom of the coil diamond point. 

The fourth method of bringin 
out leads, or “leads bent down an 
with the bottom lead fastened t 
the nose of the coil,” is shown i 
Fig. J which is similar to Fig. I 
except that the starting or bottor 
lead is fastened to the coil, as 
crosses down, with the finishin 
tape. 

To make the “on-edge” bend i: 
the bottom leads as shown in Fig 
I-b, first bend the wire up at righ 
angles on the flat as shown in Fig 
K-a, then hold the section that i 
to remain in the coil flat and bent 
the free part down on the edge 
as shown Figs. K-b and K-c. 

The first method described las? 
month, or leads straight out and 
bottom lead free, is the one most 
commonly used for low voltage 
work at voltages of 110, 220, 44( 
or 550, or where the end room 
between the coil ends and end bells 
is ample. For higher voltages, the 
bottom leads are tied in, for wher: 
a rigid winding is required, ths 
fastening of the bottom lead to 
the coil provides a more secure 
lead. (Continued on page 60) 
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Fig. L. 


The four methods of bringing out leads shown in Figs. G, H, I, 


and J, are based on pulling the coils with the coil leads on the bottom. 


Some winders prefer to pull the coils with the leads on the top. 


When 


this is done, the lead location on the stator winding is the reverse of that 


shown in the previous diagrams. 


Instead, the finished lead would be 


brought out from the bottom of the bottom coil half, and the starting 
lead would then be brought out from the bottom of the top coil half as 


shown in (a) and (b) above. 
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Fig. 28. Diagram for 8-pole, 2-phase with 4 or 8 leads 
for series or parallel connection. For 8 leads bring out 
4,, Ae, Ls, and L; for A-phase; and Bi, Bo, Lo, and Lg 
for B-phase. For series connection, connect A; and Az to 
4-phase lines; connect B; and Bz to B-phase lines; connect 
Ls and L; together; and connect Lg and Lg together. For 
parallel connection, connect Ai and L; to A; line; connect 
4c and L; to Age lines connect Bi and Lg to B; line; and 
connect Bo and Leg to Ba line. Cross in circle indicates 
point at which windings are opened for dual voltage. 


Fig. 29. Diagram for 8-pole, 3-phase with 3 or 9 leads 
for series or parallel star connection. Bring out 9 leads: 
A, La, and L; for A-phase; B, Le, and Ly for B-phase; and 
C, L;, and Lg for C-phase. For series star connection, 
connect A, B, and C to lines; connect La to Lz; connect Ls 
to Ly; and connect Lg to Lo. For parallel star connection, 
connect A and L7 to A-line; connect C and Ls to C-line; 
connect B and Lo to B-Line; and connect La, Ls, and Lg 
together. Cross in circle indicates point at which windings 
are opened for dual voltage connection. 








FIG, I AIR GAP, 





























These diagrams illustrate two methods of bringing out leads 
in preformed and insulated coils. Fig. I. Both leads 
bent down (or away from air gap) and starting lead free. 
Fig. J. Both leads bent down but starting lead fastened 
to nose of coil. Fig. K. Three steps in the making of 
the “on-edge” bend in the bottom leads are shown here. 
First, bend the wire up at right angles on the flat as shown 
in (a). Then, hold the section that is to remain in the 
coil flat and bend the free part down on the edge as shown 
in (b) and (c). 





Fig. 30. Diagram for 8-pole, 3-phase with 3 or 9 leads 
for series or parallel delta connection. Bring out 9 leads: 
A, L4, and L7 for A-phase; C, Ls, and Lg for C-phase; and 
B, Le, and Lo for B-phase. For series delta connection, 
connect A, B, and C to lines; connect Ly and Lz together; 
connect L; and Ls together; and connect L¢ and Lg together. 
For parallel delta connection, connect A, Lg, and L7 to 
A-line; connect C, Ls, and Lg to C-line; and connect B, 
Ls, and Lg to B-line. Cross in circle indicates point at 
which windings are opened for dual voltage connection. 
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Utilization of X-ray 


“NEXT PATIENT. 


HIS is the story of wooden 

patients, technicians in over- 
alls, and X-rays taken in a 7,500 
square mile examination room. 
Fantastic? Not at all, for that is 
just what is going on in Detroit 
Edison territory today, only the 
“patients” are the Company’s line 
poles, the “technicians” are line 
employes, and the “examination 
room” is the part of Southeastern 
Michigan that we serve. This is 
an experiment in improved line 
maintenance: the use of X-ray 
equipment to test wood poles for 
rotting. 

A defective pole may result in a 
serious interruption of our service, 
hence pole testing plays an import- 
ant part in our maintenance pro- 
gram. Every pole in the system is 
examined periodically to determine 
whether it is strong enough to con- 
tinue to bear the load placed on it. 

A wood pole supporting wires is 
treated mathematically as a canti- 
lever beam, with the wind pressure 
against the wires at the top of the 
pole being the applied force. To 
counteract this force, the pole 
must have a cross-sectional area of 
good wood and be of such magni- 
tude that the resulting tension in 
the wood does not exceed the tim- 


machine for testing 


By M. L. Ernst 


Overhead Lines Department 
Detroit Edison Co. 


ber’s ultimate fiber stress at any 
point. The maximum stress usual- 
ly occurs at the ground line, which 
is also the most vulnerable point 
for decay on a pole. Here is where 
tests usually are made. This is 
ordinarily done by tapping, prob- 
ing and boring, and has resulted 
in poles being replaced at the rate 
of approximately 9,000 per year. 

In cooperation with the Engi- 
neering Division, the Overhead 
Lines Department has developed 
an experimental pole testing meth- 
od using a portable X-ray machine 
which holds considerable promise. 
The problem for the pole tester is 
to be able to distinguish sound 
from unsound timber, and this is 
the important part that it is hoped 
the machine will accomplish. 

In actual field practice, the unit 
is enclosed in a cabinet mounted 
en a small truck. The X-ray gen- 
erator, which includes the trans- 
former and tube, is removed and 
placed on a pair of calipers spe- 
cially designed for this purpose. 
After the earth is removed from 
around the pole, the calipers are 


soundness of line pole at the ground line. 


PLEASE” 


placed so that the pole stands be 
tween the legs and the X-rays ar 
aimed approximately 30 degree 
downward. The film is attache 
in back of the pole to each end o 
a caliper leg, and a seven-inch sec 
tion just below the ground line i 
X-rayed (as in the picture). 

A rubber blanket is used around 
the pole in order to outline th: 
cuter pole surfaces more clear: 
and thus make diagnostic wori 
less difficult. Included with th 
X-ray equipment is a control bo 
with an automatic timing devic 
which controls the exposure to def 
inite time limits as determined b) 
the diameter of the pole and it 
density. A portable 50 cycle a- 
gasoline driven motor generato 
supplies the power for operatin 
the machine. 

The radiographs (X-ray pit 
tures) are identified by the use o 
iead numbers which are placed i! 
front of the film for this purpose 
After the pictures have been de 
veloped they are placed on an il- 
luminated viewing box screen, and 
the total area of sound wood is 
determined. The strength of th« 
pole is found by use of a chart, and 
this value is then compared with 
the required strength for the par- 
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ticular load that the pole in ques- 


on carries. In this manner we 
‘e able to obtain a true picture of 
le conditions, and this can be 
led away for future reference. 
hus a considerable portion of the 
ork may be done in the office 
henever convenient. 


Factors Involved 


Many factors must be consid- 
‘ed in the use of X-ray photo- 
raphs. It is the peculiar pene- 
‘ating quality of X-rays that en- 
les us to determine the internal 
yndition of a non-transparent 
dy such as a pole. This is done 
‘ intercepting the rays on an X- 
y film or fluorescent screen aft- 

penetrating the subject under 
udy. The contrasting light and 
irk spots on the exposed film de- 
end upon the absorption of the 
ys by the object being studied, 

; well as the density of the rays. 
lensity, in turn, is controlled by 
yltage, current, and exposure 
ime. The absorption naturally 
aries with the thickness of the 
bject and the density of the ma- 
erial. This variation makes it 
ossible to determine the strength 
f a pole by distinguishing be- 
ween sound and unsound wood. 

Samples of exposed film show- 
ng good and bad wood are shown 
n this page. 

On sound wood the annular 
rowth rings appear as a series of 
arallel lines when the X-rays are 
yrojected at right angles to the 
ole axis. The difference in densi- 
y between wood formed during 


Wood poles contain- 
ing heart rot, such 
as shown ine thi: 
cross section, are a 
distinct hazard to 
service. While most 
companies inspect 
and test poles at reg- 
ular intervals, the 
experimental use of 
X-ray for this pur- 
pose appears to hold 
considerable prom- 


ise. 





the summer months and_ that 
formed in the winter is readily 
recorded on the film or radio- 
graph. This then forms one clue 
in determining the strength of the 
pole, as the formation of the par- 
allel lines on the radiograph gives 
a positive check that the wood has 
not disintegrated. 

Large volumes of unsound wood 
niay be detected by contrasting 
light or dark spots with reference 
to sound wood identified by the 
annular rings. In some cases this 
is particularly difficult as the pole 
diameter may be so great that the 
rays are almost completely ab- 
sorbed, with no contrasting shad- 





These reproductions of actual X-ray negatives give some idea of the re- 
sults being obtained with this new test method. Upper photo shows X-ray 


of portion of sound pole. 


The wide spacing of lines indicates that tree 


grew quite rapidly. Lower photo shows portion of pole illustrating ap- 


pearance of rotten wood on X-ray negative. 








OoWs appearing on the film. Oa 
sound poles this lack of penetra- 
tion is a graduated process, and 
the condition of the timber may be 
determined by noting whether the 
X-ray penetration fades out grad- 
ually or ceases abruptly. Rotten 
wood may contain so much mois- 
ture that little or no X-ray pene- 
tration occurs. 


Advantages of X-ray 


In pole testing, numerous ad- 
vantages are gained through the 
X-ray method. It probably will 
permit us to make more accurate 
studies of the progression of rot 
in timber, which ultimately will 
allow us to obtain longer pole life. 
It also will enable us to extend our 
pole testing program several 
months and continue it the year 
around. At present, with the old 
method, we are able to do no test- 
ing during cold weather, for froz- 
en rotten wood sounds and handles 
much like sound timber. Although 
X-raying poles involves somewha‘ 
longer time and more expense than 
cur present probing and boring 
method, it is hoped that economies 
may be obtained by allowing poles 
to remain in service longer. 

Several other uses for the X-ray 
are being developed in the Com- 
pany. Among these are the in- 
spection of condenser-type bush- 
ings and inspection of defective 
Admiralty-metal tubing from high 
temperature turbine bleeder water 
heater tubes at Delray Plant. This 
department also is taking pictures 
of tube-type lighting arresters, 
measuring the rate at which tub2 
material is consumed in extin- 
guishing arcs. 



















































Industry Adopts Standards for 
Distribution Transformers 


OMPLEXITY in the distribu- 

tion transformer manufactur- 
ing situation brought about the 
establishment of this Joint Com- 
mittee of the Edison Electric In- 
stitute and National Electrical 
Manufacturers Association, the 
NEMA members being named on 
April 12, and the E.E.I. members 
on May 13, 1938. In recent years, 
consumer requirements for spe- 
cialized design in distribution 
transformers had been rapidly 
trending upward. While in 1930 a 
very large percentage of distribu- 
tion transformers were selected by 
catalog number from units of 
standard design, by 1936 this num- 
ber was approximately equalled by 
the purchases of transformers 
with special requirements, with 
the trend to specializing still ac- 
celerating. 

This growing diversification, no 
doubt, was encouraged extensively 
by the concentrated movement for 
farm electrification. With the ad- 
vent of the so-called farm trans- 
former in 1935, new ideas appeared 


IRST step in what may become 
a most advantageous standard- 
ization program for the electrical 
industry was announced recently 
when Edison Electric Institute and 
National Electrical Manufacturers 
Association approved a report es- 
tablishing design standards for cer- 
tain mechanical and electrical fea- 
tures of single-phase, pole-type 
distribution transformers rated 25 
kva and below, at 15 kv and below. 
It is anticipated, in the report, that 
the new standardized transformers 
will be available commercially by 
July, 1940. 

These standards have been de- 
veloped by an E.E.1.-N.E.M.A. Joint 
Committee. A. E. Silver is E.E.I. 
chairman, and J. J. Mullen heads 
the N.E.M.A. representatives. The 
accompanying article is excerpted 
from the Joint Committee’s first 
report. 


transformer designs, especially as 
to mounting arrangements. Re- 
quirements multiplied for individ- 
ual company designs. While di- 
versity of ideas is constructive at 
the start of a new development, if 


period of inventiveness, confusion 
of practices and inefficiency re- 
sults, and this stage appeared to 
have been reached. 

It was with the aim of construct- 
ively correcting this situation and 
working out some reasonable con- 
solidation of transformer design 
practices in the interest of lower 
costs to the manufacturers and 
lower prices to the users, that the 
Joint Committee was established 


Organization of Work 


The Joint Committee interpreted 
the scope of its assignment to em- 
brace the entire range of single- 
phase and three-phase transform- 
ers, regularly listed by the manu- 
facturers as in the distribution 
class. However, recognizing that 
the opportunity lay very largely 
with pole-type units of small to 
moderate size, the first step of its 
undertaking was set to embrace 
single-phase, pole-type transform- 
ers of ratings 15 kv and below, 25 
kva and below. Purchases in this 
group aggregate about 90 per cent, 








for simplified and lower cost 


allowed to exceed 


a reasonable’ in number of units, of total distri- 
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The essential mechanical features of the standards adopted 
by the Joint Committee are illustrated here and in the dia- 
gram on the following page. All dimensions shown on 
these drawings are preferred ultimate values; the detailed 


specifications provide tolerances, some of which exceed 
fabricated needs as an interim allowance for diversity of 
existing designs. Note especially that both support lugs 
are to be used with galvanized washer inserted against pole. 
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ition transformer purchases. 
Two basic objectives were es- 
blished by the Joint Committee 
r guiding its deliberations, each 
med at reduction of manufactur- 
through simplification 
nd unification of practice, and 
eduction of field cost from in- 
reased operating convenience. 
hese objectives are: 


ng cost 


1) A basic or standard trans- 
former embodying essential 
features, with additional 
equipment available when re- 


quired. 
(2) Interchangeable mounting 
of all makes, with suitable 


grouping of sizes. 


This procedure contemplates di- 
ect benefits to those operating 
itilities that can use standardized 
quipment, by savings effected 
hrough unification and simplifi- 
ation. At the same time any com- 
any now buying specially de- 
signed or equipped transformers 
nust still be able to obtain equip- 
nent suitable for its needs. How- 
ver, savings from standardization 
‘an apply only in part, or perhaps 
not at all, where such special 
equipment is specified. 

The Joint Committee next chart- 
ed the problems and items to be 
studied in reviewing transformer 
design practice and needs. It es- 
tablished a procedure for obtain- 
ing representative advice from the 
eleven transformer manufacturing 
companies in the National Electri- 


cal Manufacturers Association, 
also from the utility group. 

At the outset the Joint Commit- 
tee accepted as basic, current in- 
dustry standards, including those 
of A.S.A., A.LE.E., and NEMA, 
with the aim of recommending de- 
viations therefrom only as found 
advisable in specific features 
studied. 


Outstanding Features Studied 


All available data, representa- 
tive of practices and needs, were 
subjected to careful analysis and 
formed the basis of the Joint Com- 
mittee’s development studies and 
findings. These studies were aug- 
mented by field demonstrations of 
improvements and devices pro- 
posed by the Joint Committee. A 
few of the features specifically 
studied are cited below. 

Mounting. Interchangeability of 
mounting for all makes of trans- 
formers called for a thorough 
study of practices, trends and 
needs, to insure flexibility for a 
wide range of conditions, includ- 
ing: 

Bolting directly to pole, without 
crossarm 

Bolting directly to pole, coordin- 
ated with crossarm 

Mounting on crossarm 
Using singly, or in banks of two 

or three 

Farm, rural, suburban, and ur- 

ban construction 

A mounting adequately secure 











impact 
safety 


from dislodgment by 
Electrical clearance for 
to workmen. 


A mounting design was worked 
out that, it is believed, will meet 
all of these conditions, and also be 
readily adaptable to the trends for 
further simplification in pole-top 
arrangement. Support lugs on the 
transformer tank, suited to bolting 
direct to the pole, were adapted 
from the “farm” transformer. Also 
there was designed an adapter 
termed “T-crossarm hanger,” for 
crossarm hanging in lieu of the 
conventional “hanger irons.” Spe- 
cimen tanks with the proposed sup- 
port lugs were made up and sub- 
jected to severe practical demon- 
strations at Pittsburgh on May 25, 
at Philadelphia on July 20 and at 
Pittsburgh on September 8, 1939. 
These demonstrations were con- 
vincing as to mechanical ade- 
convenience and improved 


quacy, 
appearance. 

Taps. For years taps in distri- 
bution transformers have been 


standard for certain voltage rat- 
ings, and optional for other volt- 
age ratings—consequently, trans- 
formers with taps have predomi- 
nated. 

With some systems, the “NEMA- 
N.E.L.A., Preferred Voltage” ra- 
tios are not suited to established 
voltage levels; also in certain situ- 
ations there may be need for 
changing ratio. Such equipment 

(Continued on page 61) 
























Heating. Ventilating and 
Air Conditioning Guide for 1940 


Published by the American Soc‘ety of Heat- 
ing and Ventilating Engineers, 51 Madison 
St.. New York, N. Y. Flexible covers, 6 x 9 
inches, illustrated, 1184 pages. Price, regular 
edition, $5.00; special thumb index edition, 
$5.50. 


This publication is an authoritative 
reference manual for the profession 
and industry, now in its eighteenth 
edition, issued annually and devoted 
exclusively to the subjects of heating, 
ventilating and air conditioning, and 
related data on refrigeration. It has 
been compiled by men active in the 
profession and the allied industries, 
and arranged in two. sections—a 
Technical Data Section of 46 chap- 
ters and a Catalog Data Section on 
manufacturers’ equipment. It sup- 
plies, in one compact volume, engi- 
neering data and information on 
modern equipment, all of which is 
essential for engineers, architects, 
contractors and others engaged in the 
industry. 

This new volume is less bulky and 
lighter in weight than previous edi- 
tions, due to condensation and con- 
solidation of text matter, and the use 
of lighter paper. Although there has 
been addition of much new data in 
old chapters and one new chapter, 
the result is a volume actually con- 
taining more information, but easier 
to handle and more convenient to 
use. A chapter index and a detailed 
subject index give ready reference 
to the technical data. 





Electric Wiring 


By: W. S. Ibbetson. Distributed by Chem- 
ical Publishing Co., 148 Lafayette St., New 
York. N. Y. 264 pages, illustrated. Price 
$2.50. 


This comprehensive publication on 
electric wiring theory and practice 
was especially prepared for wiremen, 
engineers and students. Published in 
Great Britain, it presents an interest- 
ing treatment of wiring methods and 
practices in that country. Despite 
its relation to British practice, it pre- 
sents a wealth of fundamental prin- 
ciples and data that should be of 
interest to electrical engineers and 
contractors in this country. 


Practical Electricity 


By Terrell Croft, revised by George H. Hall. 
Published by McGraw-Hill Book Co., Inc., 330 


West 42nd St., New York, N. Y. 699 pages, 
profusely illustrated. Price, $3.00. 
The electrical industry will wel- 


come the announcement that Terrell 
Croft’s “Practical Electricity,’ has 


been brought completely up to date in 
a a edition revised by George H. 
Hall. 


Practically no other writer on 


ELECTRICAL 












electrical topics has been able to equal 
Croft’s ability to explain difficult 
electrical principles through simple 
language and graphic examples and 
analogies. 

This revised edition includes 54 
sections discussing practically every 
phase of electrical principles and 
equipment. The opening sections dis- 
cuss basic ideas and units. Then mag- 
netism, electromagnetism, the mag- 
netic circuits and their uses are dis- 
cussed. Following these are sections 
treating of the development of elec- 
tromotive forces by the different 
methods, and after this material 
comes that having to do with the 
different forms of electromagnetic in- 
duction and inductance. This brings 
the reader to a point where he is in 
a position to understand direct cur- 
rent generators and motors, and fi- 
nally comes the sections relating to 
alternating current and alternating 
current equipment. 


Television—The Electronics 
of Image Transmission 


By V. K. Zworykin and G. A. Morton, both 
of RCA Manufacturing Company. Published 
by John Wiley & Sons, Inc., 440 Fourth Ave., 
New York, N. Y. 646 pages, 494 illustrations. 
Price, $6.00. 


Dr. Zworykin and Dr. Morton, both 
well known in the field of electronics 
research, present in this publication 
one of the first comprehensive practi- 
cal discussions of the fundamental 
principles of television, written from 
the engineering viewpoint. 

The contents of the book are divid- 
ed into four parts, the first one deal- 
ing with the fundamental physical 
principles utilized in television equip- 
ment. Part two presents the princi- 
ples of television including such top- 
ics as: the fundamentals of picture 
transmission; the transmission and re- 
production of high definition pic- 
tures; video pickup devices; and pic- 
ture reproducing systems. The third 
part takes up the details of an elec- 
tronic television system, treating in 
turn the Iconoscope, Kinescope, elec- 
tron gun, video amplifiers, scanning 
and synchronization, and the complete 
transmitter and receiver. Of partic- 
ular interest to the practical radio 
engineer is the fourth part of the 





4ny of the publications 
referred to on this page may 
be ordered directly from 
ELECTRICAL SOUTH, 
Grant Building, Atlanta, Ga. 
All orders must be accom- 
panied by remittances. 
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book which includes a description of 
the working system exemplified by 
the equipment used in the RCA-NBS 
television project. 

While special knowledge in the 
field of radio engineering is not a 
prerequisite to an understanding of 
this text, a familiarity with the ele- 
ments of circuit theory and engineer- 
ing mathematics is advisable. 








Practical Electrical Metering 


By M. F. Smalley, A. N. Prentice, H. 
E. Buck, W. J. Wright, C. L. Lucal, 
R. V. Kelch, and G. K. Bernhard, all of the 
Ohio Power Company. Published by John 
Wiley & Sons, Inc., 440 Fourth Ave., New 
York, N. Y. 228 pages, illustrated. Price 
$2.75. 


Seven engineers of the Ohio Power 
Company cooperated in the prepara- 
tion of this book on the fundamentals 
of electrical metering. The book is 
based upon lessons from a _ school 
conducted by a large operating utili- 
ty company. The material presented, 
the authors point out, is not expected 
to serve as a standard practice in 
making meter installations, but rather 
to be consulted as a text-book by 
metermen and others interested in 
meters in order that they may better 
understand the equipment used in 
their work. 

The first few chapters of the book 
provide a review of the fundamentals 
of electricity. These are followed by 
chapters on direct current meters, 
the induction kilowatt-hour meter, 
instrument transformers, portable re- 
cording instruments, and demand me- 
ters. 

The plan underlying the presenta- 
tion of each subject is to present a 
circuit diagram accompanied by a 
complete but elementary mathemat- 
ical and vector analysis in reference 
to the diagram. Most of the chap- 
ters are followed by a group of prob- 
lems which make this book particu- 
larly well adapted to both the indi- 
vidual and group study classes. 





Practical Electrical Wiring 


ty H. P. Richter. Published by McGraw- 
Hill Book Company, Inc., 330 West 42nd 
Street, New York. 503 pages, profusely il- 


lustrated. Price, $3.00. 


A manual of practical electrical 
wiring for residential, farm and in- 
dustrial work presented in a form 
simple enough for the beginner, yet 
complete enough so that it will be of 
value to those already engaged in 


electrical work, was the aim of the 
author in the preparation of this 
book. 


All methods discussed in the book 
are strictly in accordance with the 
1937 edition of the National Electri- 
cal Code. Although it covers its 
subject in a most complete way, in- 
cluding scores of specific jobs and 
procedures, the scope of the book is 
necessarily limited to the wiring of 
structures of limited size and at or- 
dinary voltages. 

The book is divided into three 
parts, the first one dealing with the 
fundamentals of electrical work, basic 
principles, and the theory behind gen- 
eral practices. Part 2 deals with the 
actual wiring of residential buildings 
and farms. Part 3 covers the actual 


wiring of non-residential buildings, 
such as stores, factories, schools, etc. 
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It’s easy to make an electric range to sell for about $100. 


ANNOUNCES A 





ELECTRIC RANGE 


to sell for ¢ 


Opens the Door to New Prospects and New Profits! 





But imagine a range in this price class with all these 


top quality features! 


A one-piece steel cabinet finished in Lifetime 
Porcelain! 


A one-piece stainless porcelain cooking top and 
back panel! 

Three 5-speed enclosed surface units. And all surface 
units grouped on the left of the range where 85% 
of women prefer to have them! 

Easy-to-read silver-contact switches, located where 
9 out of 10 prospects want them, on the front of 
the range! 

A big, roomy, twin-unit oven, porcelain inside and 
out, and heavily insulated with glass wool. Measures 
16” x 17” x 19”. Has hydraulic thermostat, exclu- 











, 


sive “‘Evenizer,”” nine embossed shelf guides, and a 
counter-balanced door! 


"A A high-speed broiler, with several positions! 


A “Thermizer” well-cooker with enclosed cooking 
unit. More than 5-quart capacity. Three position trivet! 


oY An easy sliding storage drawer .. . convenience out- 
let... armored wiring to protect against damage and 
spill-overs, and many other sales-winning features! 


Value? All of these features are found in the most 
expensive Frigidaire models! 


Compare this kind of quality with what you’ve seen 
in this price class. It takes only one look to realize that 
here is a range that will open the door to new prospects 
and new profits for Frigidaire Dealers. 

* SPECIAL MODEL B-10. Price quoted is retail price, exclusive of 


local taxes and installation, in Dayton, Ohio, and many other cities. 
Proportionately low prices elsewhere. 


FRIGIDAIRE DIVISION - General Motors Sales Corporation, Dayton, Ohio 
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NEWS of the INDUSTRY 





200 See Air Circuit 
Breaker Demonstration 


More than 200 utility and indus- 
trial engineers and executives wit- 
nessed the testing of a compressed 
air circuit breaker at the maximum 
short-circuit capacity of the larg- 
est high-power laboratory in the 
country during an air breaker 
demonstration held by the West- 
inghouse Electric and Manufactur- 
ing Company, March 5, at its East 
Pittsburgh works. 

The compressed air breaker, a 
newly developed device, was tested 
on power interruptions ranging 
from the opening of normal load 
current of 2000 amperes at 13,200 
volts to the three-phase, 1,500,000- 
kva. short circuit capacity of the 
high-power laboratory. Oscillo- 
grams made during the demonstra- 
tion showed that all currents were 
interrupted at the first current 
zero, with about one-half cycle of 
arcing, and throughout the entire 
range of tests no transient voltage 
greater than twice normal was ob- 
served. 

Following the completion of 
tests the breaker was dismantled 
to show guest engineers how aston- 
ishingly small was the amount of 
wear on both moving and station- 
ary contacts in a breaker of this 
type after a series of operations. 
A second series of tests was ap- 
plied to a smaller new air breaker 
utilizing an adaptation of the “De- 
ion” principle. The three-phase, 
2300-volt unit tested had a normal 





rating of 1200 amperes and an 
interrupting capacity of 150,000 
kva. Opening a short circuit of 
approximately 175,000 kva, this 
breaker cleared all faults within 
% cycle of arcing. 

Acting as informal master of 
ceremonies, R. E. Frenger, manag- 
er of Westinghouse switchgear 
sales, commented on the tests and 
conducted a question-and-answer 
session at the end of the demon- 
stration. L. R. Ludwig, manager 
of the company’s air circuit break- 
er engineering department, de- 
scribed engineering features of 
the breakers themselves and dis- 
cussed and interpreted the tests 
as they proceeded. 


New Chief Executive 
For Dallas Power and Light 


Advancement from the position 
of power salesman to chief execu- 
tive of a metropolitan utility com- 
pany in ten years is the amazing 
record of George L. MacGregor, of 
Dallas. Mr. MacGregor was ap- 
pointed vice president and general 
manager of the Dallas Power and 
Light Company at a meeting of the 
company’s directors held early in 
March. In this capacity he will 
also act as chief executive of the 
company, no president being elect- 
ed to fill the vacancy created by 
the recent death of C. W. Davis, 
former president. 

The meeting of the directors fol- 
lowed the stockholders meeting at 


This group of utility and industrial engineers met at the Westinghouse 
East Pittsburg works recently to see air circuit breakers tested at 1,500,000 
kva short circuit capacity. 








George L. MacGregor 


which all directors were re-elected, 
including Frank E. Austin, E. L. 
Flippen, W. E. Holland, T. E. Jack- 
son, C. R. Jones, George W. Loud- 
ermilk, G. L. MacGregor, H. B. 
Parris, F. M. Ryburn, and Edward 
Titche, and H. K. Doyle, chief en- 
gineer, was elected to fill the va- 
cancy on the board of directors 
resulting from the death of Mr. 
Davis. 

Other officers appointed were 
W. E. Holland, vice president; H. 
B. Parris, secretary and treasurer; 
H. G. Elmore, assistant secretary 
and assistant treasurer; J. V. Nor- 
vell, assistant secretary; and W. 
Autry Norton, general counsel. 

Mr. MacGregor became associat- 
ed with the company in May 1929 
as power salesman. He was made 
head of the industrial sales divi- 
sion in 1931 and promoted to the 
position of general sales manager 
in 1983. Last year he was elected 
a director at the annual meeting 
of the company’s stockholders and 
immediately afterwards he was ap- 
pointed vice president and assist- 
ant to the president. A _ native 
Texan, Mr. MacGregor was educat- 
ed in the public schools of Waco 
and at the University of Texas. 
After receiving his degree in elec- 
trical engineering, he went to 
Pittsburgh as a student apprentice 
with Westinghouse Electric and 
Manufacturing Company. This 
work was followed by two years as 
factory sales correspondent in the 
power and marine propulsion 
equipment department of the com- 
pany. He left Westinghouse in 
1926 to join the Poole Engineering 
Machinery Company at Baltimore, 
as a salesman, and then became 
sales manager of the firm which 
position he held in 1929 when he 
resigned in order to return to Tex- 
as and become associated with the 
Dallas Power and Light Company. 
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NEW WESTINGHOUSE ““ADVISE-A-BRIDE” 
CONTESTS OPEN DOOR TO BIGGER 
REFRIGERATOR SALES AND PROFITS 


You’ve a date with this girl... and April 
18th is the day. Then for five consecutive 
weeks she’s going to work for you—bring 
you dozens, possibly hundreds, of ‘“‘live”’ re- 
frigerator prospects. Not only will she “‘bring 
’em in,’’ but she’ll help you se// them—and 
many will be the more expensive, more profit- 
able models. Who is she? Why, the Westing- 
houseBride, around whom the year’smost spec- 
tacular refrigerator promotion has been built. 

Nearly half a million dollars will be 


spent to put this young lady over—in maga- 
zines, radio, newspapers and displays. Another 
$23,000.00 in prizes will be given away free 
in the most simple, most practical contest- 
program ever developed. It’s a retailer’s own 
type of promotion—free from red tape, and 
with a whale of a sales “kick.’’ Your West- 
inghouse Refrigerator Representative will be 
glad to give you all the details. But, you’d 
better act NOW! Here’s one “‘bride”’ that’s 


going places ... and how! 


WESTINGHOUSE ELECTRIC & MANUFACTURING COMPANY + DEPT.110 «* MANSFIELD, OHIO 


‘‘MUSICAL AMERICANA‘’, THURSDAY NIGHTS, N. B. C. BLUE NETWORK 
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Appliance Sales React 
To Rate Reductions 


Residential consumers of TVA 
power purchased $7,072,000 worth 
ot electrical appliances during the 
year of 1939, the Tennessee Valley 
Authority has announced. During 
the last five months of the year, 
800 private appliance dealers sold 
more than $835,000 monthly, it was 
stated. 

Included among the appliances 
sold were 15,806 refrigerators, 7,- 
655 electric ranges, 2,621 water 
heaters, 962 water pumps, 2,002 
space heaters, 8,936 washing ma- 
chines, 448 ironing machines and 
108,935 miscellaneous appliances. 

Authority officials estimated 
that these appliances will result 
in the use of nearly 30 million 
kilowatt hours of electricity an- 
nually. 

A total of 365,800 customers 
were using TVA power at the end 
of the year of which 304,400 were 
residential consumers, it was an- 
nounced. The total number of cus- 
tomers at the beginning of the 
year was 94,900, the great increase 
resulting from the purchase of 
electric properties from privately 
owned public utilities—notably the 
Tennessee Electric Power Compa- 
ny—by the Authority and by mu- 
nicipalities and cooperative asso- 
ciations. At the end of the year 
about 9,000 customers were being 
served directly by the Authority, 
and this number has since been 
reduced to about 6,700. The re- 
minder of the 365,800 are custom- 
ers of municipal and cooperative 
electric systems. 


The number of appliance dealers 
reporting their sales to the Au- 
thority increased from 400 to 800 
during the year. The 800 dealers 
represent a total employment of 
about 3,000 persons engaged in 
selling and servicing appliances. 
This does not take into account 


the employment resulting from the 
manufacture and transportation of 
the appliances, most of which are 
made in northern communities. 


New Graybar Branch Manager 


S. L. Cook has been appointed 
manager of the Nashville branch, 
according to recent announcement 
by Graybar Electric Company, Inc., 
New York. Mr. Cook first became 
associated with Graybar in 1928 
when he joined the company as a 
salesman at Nashville. 


Hotpoint Girls Have 
Effective Bowling Team 


The Hotpoint Girls Bowling 
Team of Atlanta, Ga., is winning 
honors for General Electric Sup- 
ply Corporation, Hotpoint distrib- 
utors, where they are employed, as 
well as for themselves and Hot- 
point products. The young ladies 
organized the team on their own 
initiative, paying for their Hot- 
point uniforms by conducting foot- 
ball pools during season last Fall. 
The uniforms carry the Hotpoint 
insignia on the blouse-backs. To 
pay operating expenses, they are 
allowed proceeds from the build- 
ing’s Coca-Cola machine, two days 


During a recent visit to Atlanta, W. A. Grove, Hotpoint advertising and 
sales promotion manager, stopped to congratulate the Hotpoint girls 
bowling team of Atlanta, which is winning honors for General Electric 


Supply Corporation. In 


the picture, 


left to right, are: Dorothy 


Chapman, captain; Mr. Grove; Lucille Jones, Louise Whitaker, H. D. 
Peacock of General Electric Supply Corp.; Edith Wade, Eunice Hamilton, 
J. T. Nee, Hotpoint Atlanta range sales supervisor, and Martha Barton. 
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Carolina Contractors 
Will Meet in Greensboro 


The annual meeting of the 
North Carolina Association of 
Electrical Contractors will be held 
Thursday, May 2, at the O’Henry 
Hotel, Greensboro, N. C., according 
to announcement by Leon Kite, 
field representative of the associa- 
tion. 

Diverging from their usual cus- 
tom, the annual meeting of the 
association will take the form of 
an electrical industry meeting, and 
jobbers, manufacturers, utilities, 
and inspectors of North Carolina 
are being invited to participate in 
the meeting as well as all electri- 
cal contractors. 

While the general purpose of the 
annual meeting is to permit ex- 
change of information as to the 
latest methods, materials and prac- 
tices employed in the electrical in- 
dustry, this meeting will have as 
its purpose particularly the promo- 
tion of more friendly business and 
social relationship between the va- 
rious branches of the electrical 
industry of the state. 


Georgia Power Leads in 
Kilowatt-Hour Sales 


An analysis of reports from 132 
utility companies serving over 13 
million domestic customers places 
Georgia Power Company in top 
rank for all companies east of the 
Rockies in kilowatt-hour sales and 
low average costs. For the year 
1939, the Georgia Power Compa- 
ny’s kilowatt-hour sales per resi- 
dential customer averaged 1,446, 
an amount 61 per cent greater 
than the national average kilo- 
watt-hour sales per _ residential 
customer of 897. The average price 
of approximately 2.84 cents per 
kilowatt-hour paid by domestic 
electric consumers of the Georgia 
Power Company was 29 per cent 
less than the average of 4 cents 
per kilowatt hour paid by domestic 
consumers throughout the nation. 

Highlights of the company’s 
analysis of this survey were: 

The company had the highest 
average kwh sales per residential 
customer of utilities east of the 
tocky mountains; and fourth high- 
est in the nation. 

The company obtained the low- 
est average price per kwh of utili- 
ties east of the Rockies; and fifth 
lowest in the nation. 

The company sold the greatest 
number of electric water heaters 
of utilities in the nation. 

The company sold the greates? 
number of electric refrigerators in 
the southeast; and eighth greatest 
number in the nation. 

The company sold the greatest 
number of electric ranges of utili- 
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THE BEST NON-METALLIC CABLE CLAMP YOU EVER SAW 


); Switehbox with new “NM” : Pr 
Fa 4 


You'll like this new Raco « capacity of the K. O. down to 

All-Steel product and the the smallest CNX type. Clamp 

way it solves the non-metal- is held clear of the knockout 

lic-cable-clamp problem. It until you’re ready to use it. And 

is the satisfactory answer to the “NM” clamp is available in  oyriet box with new 

the needs created by the both switch and outlet boxes. oe 
— ee rapidly increasing use of Standardizing on Racoe All-Steel « Products as- 

non-metallic cable and the tendency toward the sures you of products that have been kept up-to- 

use of heavier conductors for circuit wiring. date. They provide many advantages for rural and 

The “NM” clamp permits the cable to enter at urban modernization work, as well as on new 

jobs. Write for a copy of the RacoeAll-Steele 


side (end) or bottom, or both simultaneously. 
Products catalog—there is no obligation. 


Because of its construction, this clamp protects 
the cable from the shearing action of the sharp Distributed nationally by: 


edges of the knockout. The possibility of injury ALL- STEEL- EQUIP COMPANY 
to the cable is eliminated. It accommodates 2046 Bg nonce ast — 
riffith Avenue, Aurora, Illinois 


a wide range of cable sizes, from the full Factories: South Bend, Ind.; Aurora, Ill. 


RACOe ALL-STEEL oO) 

VETALLIC CABLE BOX RACO e ALL-STEEL BOX RACOe ALL-STEEL 4" RACOe ALL-STEEL 
RACO e ALL-STEEL BEV- 3%" or 4” octagon with for sidewall bracket—2"' vertical SQUARE BOX with mount- “SIDE-MOUNT™ SWITCH 
Simplifies the in BOX. Mounts to side of stud- 


ELED CORNER SWITCH non protruding clamp screws adjustment. Bridge is threaded ing brackel 
BOX for all types of non- Box may be installed on flat for "nipple and equipped stallation of switches and re- ding affording a neater wall- 
metallic cables. surface. with sel screw. ceptacles. board job. Bracket is detachable. 


RACO-ALL-STEEL- PRODUCTS 


Switch Boxes « Outlet Boxes « Cutout Boxes + Cabinets « Conduit Fittings 
Distributors in All Important Centers 
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ties in the southeast; and third 
greatest in the nation. 

The company had the greatest 
dollar volume of appliance sales 
of utilities in the southeast; and 
eighth greatest in the nation. 


Raybro’s Direct Mail Plan 


Builds Dealer Business 


Raybro Electric Supplies, Inc., 
appliance and electrical supply 
wholesalers with branches in Tam- 
pa, Jacksonille and Miami, are re- 
peating again this year a direct- 
by-mail advertising plan, which in 
the past has proven itself a busi- 
ness-getter for appliance dealers. 

“This mail promotion,” says J. 
A. Meier, the firm’s general sales 
manager, “represents a type of 
advertising which every electrical 
appliance dealer can and should 
use. Dealers always agree with 
us, when we suggest direct mail 
promotion comparatively but few 
have put the idea to practical use. 
Therefore, we established a meth- 
od by which any of our dealers 
who wished to take advantage of 
it might canvass his prospect list 
by mail at no greater expense than 
the cost of stationery and post- 
age.” 

The details of the plan for pres- 
entation to dealers are mimeo- 
graphed on a single sheet, to which 
are attached the letters in the se- 
ries. The dealer furnishes his list 
of prospects, together with a suffi- 
cient quantity of his own imprint- 
ed stationery (letterheads and en- 
velopes) for mailing to at least 200 
names. The dealer stands the cost 
of the postage at the rate of 14%4c 
per name. 

Mr. Meyer’s formula for “letters 
which sell” can be expressed brief- 
ly as follows: “Invite the pros- 
pective customer into your store. 
Tell him in crisp but courteous 


language what you want him to 
look at when he accepts your in- 
vitation. Concentrate his atten- 
tion on a single line or a few 
related lines. Use generous mar- 
gins; make your copy a small 
island of black lettering on a sea 
of white paper. Make what you 
have to say stand out so clearly 
that your letter will convey a mes- 
sage, even while it is on its way 
to the wastebasket.” 


Adequate Wiring 
Field Reports 


James B. Hodge, sales manager 
of the Gulf States Utilities Com- 
pany, Baton Rouge, La., reports 
that more than 2000 persons regis- 
tered at the company’s adequate 
wiring booth in the recent Nation- 
al Home Show. The display was 
composed of two boards which 
demonstrated adequate vs. inade- 
quate wiring and the voltage drop 
obtaining in an inadequately wired 
house. Out of the 2000 who regis- 
tered, 400 said they needed addi- 
tional outlets and would be glad to 
have an electrical contractor give 
them an estimate. In pointing out 
that this was the company’s first 
venture in the promotion of ade- 
quate wiring, Mr. Hodge added 
that results were very satisfactory. 

¥ * 

Two meetings, one for architects 
the other for residential building 
contractors, were held in Norfolk, 
Va., on March 4 under the auspices 
of the Norfolk Adequate Wiring 
Bureau and were addressed by Art 
Schanuel, field representative. A. 
E. Dunn, secretary of the Norfolk 
Adequate Wiring Bureau, says 
that “as a result of Mr. Schanuel’s 
excellent work both the architects 
and builders here are showing a 
great deal more interest in the 
adequate wiring program.” 


This fine group composes the Tampa personnel at headquarters of Raybro 


Electric Supplies, Inc. 


Troy A. Brown, vice president and general mana- 


ger, reports that the company enjoyed their best year during 1939. The 

company now operates branches in Jacksonville and Miami, keeps twelve 

men traveling South Georgia and Florida, and operates a personnel total- 
ling fifty-two. 
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Hotpoint Executive 
Line-Up Changed 


George A. Hughes, known 
throughout the electrical industry 
as the “father of the electric 
range,” was elected chairman of 
the board of the Edison Genera! 
Electric Appliance Company of 
Chicago (better known as the Hot 
point Company) at a recent meet- 
ing of the board of directors in 
New York City. Mr. Hughes has 
been president of the compan) 
since its organization. In his nev 
position, he will continue to be 
active in the business. 

A. D. Byler, for 16 years vic« 
president and general manager, 
succeeds to the office of president. 


A. D. Byler R. W. Turnbull 


Mr. Byler’s career typifies the pi- 
oneering spirit, implicit in Ameri- 
can industry, particularly the elec- 
trical industry. Born in the Ozark 
Mountains, he received his early 
schooling in Springfield, Missouri. 
Following a correspondence course 
in electricity, he joined a crew of 
railway linemen, where he was 
soon made foreman. In 1906, Mr. 
Byler went to work in the shops 
of the Commonwealth Edison Com- 
pany, Chicago, and began his for- 
mal engineering training. For a 
good many years he attended eve- 
ning classes in engineering sub- 
jects at Armour Institute and 
Northwestern University. Mr. By- 
ler made steady progress with the 
Chicago utility, finally becoming 
Superintendent of Shops. 

On January 1, 1920, Mr. Byler 
joined the Hotpoint Company as 
Industrial Engineer. Since then, 
he occupied various positions until 
on March 8, 1924, he was elected 
vice president and general man- 
ager. 

R. W. Turnbull, who has been 
vice president in charge of sales, 
now becomes first vice president. 
Probably one of the best-known 
men in electric appliance merchan- 
dising, Mr. Turnbull began his ap- 
pliance career in 1910 as a sales- 
man for the Southern California 
Edison Company. The following 
year he joined the Pacific Electric 
Heating Company, Ontario, Cali- 
fornia, which made the origina! 
line of Hotpoint electric appli- 
ances. When the present Hotpoint 
organization was formed in 1918, 











‘New 1940 Hotpoint 
Sh E : 

rod Units are now avail- 
ié for replacement on 
tically all makes of 
ric ranges. 






It’s needless to gamble. Hotpoint gives 
you Calrod, the undisputed leader 
among cooking units — invented, per- 
fected, field-tested and proved by 
Hotpoint—the oldest and largest elec- 
tric range manufacturer in the world. 


ew 1940 Hotpoint Calrod 


Electric Cooking Unit Has Many Exclusive Features 


GAIN Hotpoint advances the standard of electric range units with this 
lighter, faster-starting, self-cleaning 1940 Calrod. It costs less than ever— 
provides more improvements—makes experiment with unproved units unnecessary. 


HOTPOINT CALROD PROVIDES MORE FEATURES AT LESS COST 


@ LIGHTER in weight by 20% than oldstyle G PROTECTED BY 67 U.S. PATENTS— Hotpoint 
& rod-type units. Calrod gives you a tremendous edge 


#) FASTER—Hotpoint’s 1940 Calrod starts 0" Competition. 
G= cooking in less than half a minute. PROTECTED TERMINALS—Catrod is the only 
©) SELF-CLEANING—Calrod coils are self- ee 
«? cleaning. Nocracks or crevices tocatch So 
grease. New, easily removable reflec- Q CORROSION RESISTANT—Calrod is the only 
tor can be washed like a pie tin. © unit entirely built of corrosion-resist- 
4 INCONEL METAL SHEATH—Calrod is the only ing materials. 
unit using International Nickel Com- 9 LONG LIFE—Calrod is 99.99% perfect by 
pany’s Inconel which contains approx- field experience — assuring satisfied 
imately 93% nickel and chromium, customers and negligible service costs. 
GLASS SEALED LEADS— Prevents seepage 1 0 ECONOMICAL—Calrod provides more heat 
om of air or moisture into insulation; pro- from less current. You can prove this 
y can fit prave™" longs life. in two minutes. 


es now in use. 


ic Rane EDISON GENERAL ELECTRIC APPLIANCE CO., Inc. 
5614 West Taylor Street, Chicago, Illinois 








THE ONLY ELECTRIC RANGE SURFACE UNITS WIT 


INCARNC! CUEATU ANN CIACC CEFAIEN TERMINAI ¢ 
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he became sales representative for 
the Pacific Northwest, and in 1924 
was made Pacific Coast district 
manager. His unique understand- 
ing of electric appliance merchan- 
dising and his genius for organ- 
ization brought him, in 1931, the 
appointment as vice president in 
charge of sales. 


Southern Section Drive 
For Membership Continues 


Nearly a hundred new members 
for the Southern Section, Interna- 
tional Association of Electrica] In- 
spectors, have been enrolled as the 
result of a special membership 
campaign begun last fall, accord- 
ing to Joseph Whitner, secretary- 
treasurer of the section. 

Particular interest in the Asso- 
ciation is being exhibited by the 
electrical industry of Texas. New 
members from this state account 
for 46 of the total of 99 enrolled 
in the Southern Section since the 
membership campaign started last 
fall. New members include many 
electrical contractors and utilits 
men as well as electrical inspec- 
tors. 

Members who have submitted 
and endorsed new member applica- 
tions since the drive began include 
the following: 


Armstrong, W. E._. New York, N. Y. 
Benefield, F. H. _.. Atlanta, Ga.__ 
Bommer, A. J._.-~- Dallas, Texas 
Bowry, T. W...._-_. Rchmond, Va. 
Branch, T.. P....... Atlanta, Ga... 
Bulls, Claude V..... Norfolk, Va. 
Camus, Frank G Shreveport, La. 
Cannady, N. E._-. Raleigh, N. C. 
Dunn, W. Edward Alexandria, Va. 
Evans, Carl W.-_-- Atlanta, Ga._- 
Goodson, Fred Houston, Texas 
Hancock, A. E. . Austin, 

Hendricks, R. B._. Llano, 

Lee, J. Duval Lynchburg, 
Littlefield, R. T. Jesup, Ga. 
Johnson, Dewey Atlanta, Ga. . 
Kenderdine, FE. L. Fort Worth, Texas 
Knoderer, H. G sridgeport, Conn. 
Hinton, Thos. E. Schulenburg, Tex. 
Miller, G. M. Richmond, Va. 
Muller, P. L. New Orleans, La. 
Muths, S. L. Gulfport, Miss..-. 
Pockrus, L. S Tyler, Texas__- 
Pyles, J. Warner Washington, D. C. 
Segall, B Z. New Orleans, La. 
Sprouse, J. B Clarksdale, Miss. 
Stewart, W. B. San Antonio, Tex. 
Taylor, W. R., J: Atlanta, Ga._ 
Wagner, C M. Hondon, Texas 
Walthall, J. D. Homer, La.-_- 
Wheeler, Chet New Orleans, La 
Whitaker, C. S Durham, N. C. 
Whitner, Jos.- Atlanta, Ga. 
Zimmer, Chas. S Houston, Texas 
Miscellaneous (not endorsed) 
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Georgia Uluminating 
Engineers Active 


An active spring program has 
been announced by the Georgia 
Chapter of the Illuminating Engi- 
neering Society. Featured speak- 
er at the Chapter’s meeting March 
8, in Atlanta, was Henry L. Logan, 
managing engineer of the Holo- 
phane Company, New York. His 
subject was “How Good Is Illum- 
inating Engineering?” Mr. Logan 
was well qualified to discuss the 


present status of illuminating en- 
gineering since he has demonstrat- 
ed his engineering ability in the 
lighting of some fifty-three build- 
ings at the New York World’s 
Fair, broadcasting studios in New 
York’s Radio City and Hollywood, 
the Museum of Modern Art, and 
many other outstanding installa- 
tions. 

Two meetings are scheduled by 
the Chapter for April, one on April 
3 and another on April 14, both to 
be held in Atlanta. Dr. Matthew 
Luckiesh, director, Lighting Re- 
search Laboratory, General Eleec- 
tric Company, Cleveland, was 
scheduled to address the April 3 
meeting on “New Horizons.” Les- 
ter H. Graves, president of the 
Illuminating Engineering Society 
and vice president of Curtis Light- 
ing, New York City, is scheduled 
to make his annual presidential 
visit to the Georgia Chapter some 
time during the week of April 14. 


Rural Cooperatives Want 
State Lines Transferred 


Representatives of the South 
Carolina Rural Electrical Cooper- 
ative Association, representing 
rural electrical cooperative mem- 
bership corporations in various 
parts of the state, recently asked 
the South Carolina State Rural 
Electrification Authority to turn 
over to them about 855 miles of 
lines in eighteen counties. They 
based their request on the ground 
that these lines were necessary to 
connect cooperative systems now in 
the process of construction and to 
make their operation more econom- 
ic and more efficient. 

Backers of the cooperatives 
maintain that the State REA 
should be discontinued as a build- 
er of lines with federal funds. 

The board of directors of the 
State Rural Electrification Au- 
thority decided to ask the legisla- 
ture to express its wishes in the 
matter and transmitted a resolu- 
tion to the State Senate and House 
of Representatives. 


Membership Growing in 
Texas Chapter, I.A.E.I. 


Nearly a hundred members and 
guests of the Texas Chapter, In- 
ternational Association of Electri- 
cal Inspectors, met at the Texas 
Hotel in Fort Worth in the latter 
part of February. The meeting 
was judged the most successful of 
any since the Chapter was organ- 
ized. A considerable increase in 
interest in the Chapter’s activities 
has been noted recently and 47 new 
members have been enrolled in the 
last six months. 

The meeting was called to order 
by the state president, A. J. Bom- 
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mer, Underwriters Laboratories 
Dallas. Highlights of the meetin; 
were discussions on the change 
that will become effective in th 
1940 edition of the Code whic! 
were led by Victor H. Tousley, na 
tional secretary, I.A.E.I., and spe 
cial sessions provided for discus 
sions on rural wiring practices 
R. B. Hendricks, vice president <« 
the chapter, presided over thes 
sessions in which considerable in 
terest was indicated. Twenty RE. 
inspectors from all sections of th 
state were present. 

John Feis, building inspector fi 
the City of Dallas, brought up th 
subject of voltage drop in electr 
cal installations and considerab! 
discussion followed. 

Plans for the next chapter meet 
ing, to be held in San Antoni 
some time during May, were an 
nounced at the closing session. 


News about People— 


Claude Hendon, who has bee! 
with General Electric Company 
for twelve years, holding for the 
last five years the position of man 
ager of small appliance and ele 


tric fans department, has _ been 
elected vice president in chargé 
of merchandising and a member of 
the board of directors of the Silex 
Company. 

Announcement has just been 
made of the appointment of Ernest 
Hail, 901 Sul Ross Street, Houston 
Texas, as representative for the 
Kwikon Company, Chicago, manu- 
facturers of a wide range of elec- 
trical fittings and devices. Mr. 
Hail’s territory will include all o! 
Texas with the exception of the 
city of E] Paso. 

“ x“ *% 

L. G. Snyder has joined the 
Metropolitan Device Corporation, 
Brooklyn, New York, as sales man 
ager in charge of central station 
sales. Mr. Snyder has been asso- 
ciated with electrical utilities fo 
many years and is especially well 
known in the South, having for- 
merly been connected with the 

(Continued on page 51) 
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SIGNAL’S  Ueluze 
streamiiner. Desk 
Type Fans avail- 
able in a range of 
sizes from 8” to 
16” in both AC In- 
duction and Uni- 
versal models. Sig- 
nal Electric Mfg. 


COOLVENT Improved 1940 
Comfort Cooling Fans handle 
more air at slower speeds. 
Quieter operation. Easier to 
install. Now available with 
suction chamber and ceiling 
grille. Autovent Fan & Blow- 


REED Attic Ventilator. 
Rubber mounted Century 
motors. Oilless fan shaft 
bearings. Certified rat- 
ings. Exceptionally quiet 
operation. Reed Unit- 
Fans, Inc. 


COOLAIR’S improved home- 
cooling fan for 1940—all moving 
parta “float” in larger, sound- 
absorbing springs. Ultra-quiet, 
easy to install, lightweight steel 
frame and blades, long hour 
service motors. 12 sizes for 
homes, 16 for commercial jobs. 
American Coolair Corporation. 





tic, Window and Floor Fans 
lt for quiet, efficient oper- 
fans furnished with or with- 
i grills, 4500 to 16000 C.F.M. 
arantee E.H.F.A. approved. 
cts Co., Ine. 


‘ ae HUNTER Adaptair Hotel Type 
om 52” Ceiling Fan. Instantly ad- 
j justable for either up or down 

y draft. Hunter Fan & Ventilat- 


ing Co., Inc. 


“i pe 
VICTOR Overheads, FS-5Q and FS-6Q, with 
the revolving “Breeze-Spreader” (finger tip 
control for degree of air spread) delivers 
breezes evenly without drafts over a wide floor 
area. 12 and 16 inch sizes. Victor Electric 
Products, Ine : : ee 


at 








BUFFALO Breez-Air 
Attic Fane are 


“KUMFORT-COOLER”—for offices, 


GENERAL ELECTRIO 


Super-Quiet Fan (oscillat- 
"9 and non-oscillating) 
with the new scientifically 
thaped and pitched Vorta- 
ket blades for greater air 
Movement and quieter 
°peration. Streamline 


Quard = design. G 
Bleetric Co. ” — 


K & H Evaporative 
Cooler Pumps. Built 
for long _ service. 
Fully enclosed motor 
water-proof. Needs 
oiling only once a 
year. K & H Mfg. 
Co. 


retail establishments, beauty parlors, 
etc. Cools 8 to 12 degrees below out- 


doors. Furnishes fresh, washed and 
filtered air, free of dust, dirt and 
odors. Portable model 1200 cubic feet 
per minute capacity. Stationary 
models from 2800 cu. ft. to 22,000 cu. 
ft. per minute. Hall Mfg. Co., Cedar 
Rapids, Iowa. 


in @ complete range 
of sizes, capacities 
from 4,000 to 17,000 
c.f.m. This line fea- 
tures quiet operation, 
requires na springs 
or other special 
mountings. Buffalo 
Forge Company. 


SCH WITZER-CUMMINS Cabinet Mo- 
del Home Ventilator. 30”, 86", 42” and 
48” diameters. 7,000 to 20,500 C.F.M. 
All welded construction. Cabinet in- 
sulated for sound proof operation. Fan 
has discharge shroud to aid efficiency. 


Schwitzer-C Company ° 














an 
i NO KICKBACK ¢. 


a G Clair 


& TRADE MARK 


ATTIC FANS 


Epes year more than 
ever before, when 
cheap, inefficient attic 
fans are flooding the 
market, Coolair deal- 
ers are profiting hand- 
somely on the Cus- @ 
tomer Satisfaction built i 
into every Coolair fan. & 








Quality — resulting ~ 
from 12 years of continuous improvement in design 
and materials. 

Quietness—that comes from patented sound- 
absorbing built-in springs, oversize ball bearings 
in fan hub, and superior blade and frame design 
throughout. 


No Kickbacks—that mean profit eating trouble 
calls and disgruntled customers . . . because the 
Coolair fan does the cooling job it’s sup- 
posed to do, efficiently and quietly! 

Sell the Coolair line of 
home-cooling and commer- 
cial exhaust fans. Make 
real profits that won’t be 
slashed by after-sale serv- 
icing. Every home-owner 
and businessman a pros- 
pect, every buyer a booster. 
Get ready now for the rush 
of hot weather business. 

Write or wire today for this 

FREE illustrated catalog and 

the complete Coolair plan 

of sales promotion to help 


you make more money this 
summer. 


MAIL THIS COUPON TODAY! 


Please tell me how | can make money with Coolair this 
summer, 


NG /ESALIT (Ole) Wi eae) 110) Vaile), 


Manufecturers . . . »« JACKSONVILLE, FLORIDA 
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BUY A POWERFUL, SILENT, 
CODE TESTED FAN BLADE 
FOR YOUR ATTIC FANS © 


SIMPLIFY YOUR 
MANUFACTURING 
AND SAVE MONEY 


Our standard Attic 
Fan Blade is offered 
to the industry in al! 
of our regular sizes 
and capacities. The 
30”, 36”, 42” and 
48” Fans have a de- 
livery range from 
7,000 C.F.M. to 
20,500 C.F.M. 


Quiet, efficient Attic Fan Blade Assem- 
blies, carefully balanced and sturdily 
built assure you a highly saleable samy 
unit. Write us for further information 
and prices. 
AIR CONDITIONING BLOWERS 
414” to 50”, Single and Double Inlet, 
catalog available. 


BLOWER DIVISION 
SCHWITZER-CUMMINS COMPANY 


125 FAN STREET INDIANAPOLIS, U.S. A. 





K & H Evaporative 
Cooler Pumps 


— Built for Service — 


Fully Enclosed Motor (Water-proof) 
. Needs Oiling Only Once a year 


YOUR PUMP TROUBLES ARE OVER 
WHEN YOU INSTALL K GH 
Write for Information and Prices | 
We Also Make Blowers—Very Attractive Prices i 


K & H MFG. CO., 3410 Ross Ave., DALLAS, TEXAS 





] 











New AUTOVENT Remote Control 
KITCHEN — 


@ Preferred by home owners because of 
remote control and efficiency in remey 
ing cooking odors. EASE OF INSTA! | Ae 
TION — quiet operation and SF!F- 
OPERATING DOORS .. . makes a hit 
with contractors and dealers, too. 
NEW FEATURES INCLUDE — Adjust» le 
wall sleeve—it’s easily adaptable to 
wall thickness. @ Remote control 
only eliminates cords, rods and chains 
makes installation easy in locations heretofore cons! 
ed inconvenient. @ Self-operating doors plus ¢ ™- 
pletely automatic operation. @ Exclusive non-o°r 
loading fan wheels. @ Quiet operating motors. @ |» 
installation and operating costs. @ Send for 
bulletin. 
@ COOLVENT ATTIC FAN described on introduct«: 
page of Air Conditioning Section, this publication 
also an AUTOVENT product 


AUTOVENT FAN & BLOWER CO. 


1825-27 N. Kostner Ave. Chicago, Il. 
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KUMFORT KOOLER 


opens new profit possibilities -- costs only about 
1-5 as much --- satisfies existing demand at a price 


every business 
can afford ---- 


7OU know that cafes, beauty parlors, neighbor- 
hood theaters, mortuaries, miscellaneous re- 
tail establishments — all have wanted summer 
cooling, knew they needed it, but realized they 
could not afford expensive installations. 

The Hall Kumfort Kooler is engineered to 
enable you to cash in on this existing demand. 
This equipment costs only about one-fifth as 
much, yet it provides efficient air-cooling up to 
ten tons, at low operating cost. 

Engineered on Evaporative Principle 

In engineering circles, it has long been recog- 
nized that for many establishments, cooling units 
built around the evaporative principle are the 
most practical type. The Hall Commercial Kum 
fort Kooler is quickly installed, requires small 
space, does not cause interruption in business 
You can make every installation with complet« 
confidence, because Kumfort Kooler represent: 
thorough experience in the design and construc 
tion of evaporative cooling equipment. 

Offers Genuine Service Advantages 

Under average conditions, the Hall Commer- 
cial Kumfort Kooler maintains an inside tem- 
perature 8 to 12 degrees below outdoors. Be- 
cause its “effective temperature” is even lower, 
because it cools through 100% fresh, cooled and 
filtered air, its installation also means greater 
employee efficiency. The installation of a Hall 
Kumfort Kooler insures summer patronage— 
that’s why business operators everywhere will 
welcome your representative! 

New Profits for Dealers 

It will pay you to fully investigate our dealer 
franchise. The Hall Commercial Kumfort Kool- 
er, because it is low in first cost and lower in 
operating cost, because it gives satisfactory serv- 
ice, means profits which you have had to pass 
up. Behind this product is a concern with a 
nation-wide reputation for 30 years of reliable 
manufacturing. At all times, the home office 
sales department and factory engineering serv- 
ice are available when needed. We urge you to 
write us today for complete information. The 
best selling season is just around the corner. 








A few reasons why HALL Commercial 


FSOMFPFORT KOOLER 
IS EASY TO SELL... 


1. Unit cost is about one-fifth as much (or less). High installa- 
tion costs are eliminated. 

2. Operating costs are extremely low, are offset many times by 
additional business created. 

3. Cools to proper comfort point—8 to 12 degrees below outdoors. 
“Effective” temperature even lower. 

4. Greater employee efficiency results because it uses 100% fresh, 
filtered and cooled sir—eliminates three o’clock headaches. 

5. Dust, dirt and odors are effectively eliminated. Inside pressure 
counteracts infiltration of dust—a real factor in many localities. 

6. Hall Roto-Atomizer insures even saturation, essential to an ef- 
fective job of air cleaning and comfort cooling. 

7. Cooling the t the unit is turned on—no long 
precooling period is necessary. 


FACTORY ENGINEERING SERVICE is available for analysis of 
installation data and plans — additional assurance of customer 


satisfaction. 











ALL MANUFACTURING CO. 


CEDAR RAPIDS, IOWA 
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$2 000,000 Worth of cit; FANS 
illRBe Sold This Summer A 
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That’s a lot of fans in any language. If you want to get your 
full share of this rapidly growing business, we urge you to get 
the facts now on the Buffalo Breez-Air Franchise. 


When you sell Breez-Air Fans, you offer your customers fans 
of finest quality, designed by fan engineering experts to run 
quietly and economically for many years. If you are interested 
in the future as well as the present, you will be glad you chose 
the Breez-Air line of Home Cooling Fans. 


Hot weather will soon be here. You'll be ready to make the 
most of it if you write us today for complete information on 
Breez-Air, the Fan of today and tomorrow. 


BUFFALO FORGE COMPANY 
210 Mortimer St., Buffalo, N. Y. 


> BREEZ-AIR FAN 


The Quality Home Cooling Fan 

















STAKOOL Ventilating FANS 
Attic, Window and Floor Models 


LIST PRICES 
24” ..$ 47.50 
32” ..$ 57.50 
14” ..$ 80.00 
54” . .$125.00 
4500 to 
16000 CFM 
a 
Low priced 
tory-built tur 
with grilles 
grilles only 
nished for 
fans. 


FAN BLAD! 
Only $6.90 to 


YOUR /946 FAN LINE | Bee 


Here’s a streamline 10 -inch COOL SPOT oscillating fan Pad, Pe All sell bi 
that through the use of: heavily pitched, quiet type fan ; } eel : 
blades and slow speed. Induction motor delivers 610 C. 
F. M. and is unusually efficient and quiet . . . ad- 
justable for oscillating or non-oscillating operation. Its , es : 
, Engineered for Quiet, Efficient, Economical Opera- 
other features mark this fan as dependable quality at the tion 
right price. See your jobber now, or write for complete 7 with THERMO-TECTORS used ex- 
details. E.H.F.A. Approved—Five Year Guarantee 


Liberal Discounts to Distributors and Dealers 
SIGNAL ELECTRIC MFG. CO. Write for DEALER’S MANUAL containing full in- 


wynemincs, alien, V- S. A. formation for selling and installing fans MARK 


357.59 marina Stina, Ca. || MANKER PRODUCTS COMPANY, INC. 


Sento Fo Bde,” Balen Senne MEMPHIS, TENNESSEE 
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News about People— 
(Continued from page 46) 


‘ennessee Electric Power Co., and 
1aving served as southeastern dis- 
rict meter engineer for Westing- 
ouse in Atlanta. 

* * 

Henry W. Clower and R. H. 
Witherspoon, both well known in 
he South as electrical manufac- 
turers’ agents, have organized a 
firm to be known as Witherspoon 
& Clower with headquarters at 376 
Nelson Street, Atlanta. Among the 
eJectrical manufacturers which the 
firm will represent are Abolite Re- 
‘lector Co., J. H. Parker & Co., 
Commercial Control & Device 
Corp., Steber Manufacturing Co., 
[he Potter Co., The Gill Glass & 
Fixture Co. 

* * 

The Walter V. Gearhart Com- 
pany, electrical meter and instru- 
ment specialists, of Atlanta, Geor- 
gia, recently announced the open- 
ing of a branch-office in Charlotte, 
N. C., at 1000 West Morehead 
Street. Harley A. Clouse will be 
in charge of the Charlotte office 
which will serve North and South 
Carolina and part of Virginia and 
Tennessee. Mr. Clouse is a qual- 
ified meter and control specialist 
and is well known throughout the 
Southeast. 

Meter and instrument lines han- 
dled by the firm includes Duncan 
E iectric Co., Easterline-Angus Co., 
Roller-Smith Co., R. E. Uptegraff 
Mfg. Co., Eastern Specialty Co., 
Struthers Dunn, Inc., Ideal Elec- 
tric & Mfg. Co., and Electrical 
Engineers Equipment Co. 


Walter Geist, vice president of 
Allis-Chalmers Mfg. Co., has an- 
nounced the appointment of D. S. 
Kerr as manager of the company’s 
Atlanta, Ga., office. Mr. Kerr 
started with Allis-Chalmers in 
1922 and after serving as salesman 
in various of the company’s offi- 
ces, became manager of the Chat- 
tanooga office in 1930. As man- 
ager of the Atlanta office, he will 
have jurisdiction over both the 
Chattanooga and Knoxville offi- 
ces. 

* * * 

Homer D. Puckett and Lester R. 
Ward have just announced the or- 
ganization of the Puckett-Ward 
Company, with headquarters in 
Dallas, Texas, to handle sales for 
electrical, automotive and hard- 
ware manufacturers. The terri- 
tory to be covered by the new firm 
will include Texas, Oklahoma, 
Arkansas and Louisiana. 

Mr. Puckett was associated for 
twenty-two years with the General 
Electric Company, in Dallas, serv- 
ing as manager of the incandes- 
cent lamp department for the past 
twenty years. In this capacity he 
has become well known among in- 
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L. R. Ward 


H. D. Puckett 


dustrial, electrical, hardware and 
automotive jobbers throughout the 
southwest. 

Mr. Ward brings to the firm 
fifteen years of experience in the 
utility business, and prior to that 
he was in the electrical jobbing 
business. For the past twelve 
years he was assistant to G. B. 
Richardson, vice president and 
sales manager of Texas Power & 
Light Company, Dallas. In this 
capacity, he has been in close con- 
tact with the electrical industry of 
the Southwest. He played an im- 
portant part in developing and in- 
troducing air conditioning and 
both commercial and residential 
lighting equipment. He is a past 
chairman of the Illuminating En- 
gineering Society, Southwestern 
Chapter. 

* %* 

John K. Hodnette, transformer 
engineer of Westinghouse Electric 
& Mfg. Co., was recently honored 
by the National Association of 
Manufacturers by being selected 
as a “Modern Pioneer of the Amer- 
ican Industry” in connection with 
the Association’s program cele- 
brating the 150th anniversary of 
the founding of the United States 
patent system. 

A native of Alabama, and a 
graduate of the Alabama Poly- 
technical Institute, at Auburn, Mr. 
Hodnett was honored for his work 
on distribution transformers that 
culminated in the completely self- 
protected distribution transform- 
er, commonly designated as the 
1.” 

*¥* + 


H. H. Knowles has been appoint- 
ed Alabama sales representative 
for The Standard Transformer 
Company, of Warren, Ohio, ac- 
cording to announcement by W. F. 
Parker, president. Mr. Knowles 
will make his headquarters at 418- 
419 Watts Building in Birming- 
ham. 

* * 

W. B. Meek, associated for the 
past ten years with the Monroe 
Hardware Company of New Or- 
leans, has just been named vice 
president in charge of the electri- 
cal department, according to an 
announcement by Sam Ivy, vice 
president and chief executive of 
the company. For the past five 
years Mr. Meeks has been manag- 
er of the New Orleans office. 








4 smart models in the 
sensational 
Breeze” line—8’’—10”— 
12”—16”. Two beautiful 
pedestal models, 12” and 
16”. High velocity circu- 
lators, 20’’ and 22” head. 
Victor Overheads (noth- 
ing like ’em), 12” and 16” 
models. Every one a line 
selling number, priced to 
make sales and profits. 














TOR FANS 


watch — 









PRODUCT !/ 





**Miracle 


PROMOTION! 

















Thermometer Sensitized 
—Spot Broadcasts — 
Newspaper Ads— Mailing 
Broadsides — Window 
Streamers—Letter Stuf- 
fers, ready to be plugged 
into every hot spell and 
produce Fan Sales at a 
profit for you. 


No dead numbers in the 
VICTOR Line. Every fan 
a modern, 
smart looking quality 
item of merchandise. 
You’ll get turnover on 
the VICTOR FAN Line— 
and turnover means 


PROFIT! 


up-to-date 


ALLABOARD! 


Write today for new 
VICTOR catalog and the 
VICTOR PUSH. 
plete details of the line 
that will give you more 
FAN SALES in 1940. 


ACTOR 


Com- 


SE CTRIC 
4338 DUCTS, INC. 


Dept. J-3003 
tson Ave., Cin’ti, Ohio 
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JOBBERS “2 DEALERS 











Roo 


Patented 


Factory: 


501 N. St. Patrick St. 


REED UNIT-FANS, INC. 
Manufacturers of Ventilating Equipment 
New Orleans, La. 





aan 
Four Good Reasons Why Your Customers Buy 
REED UNIT-ATTIC SYSTEMS 


tor 


ional Fan Mfrs. Assn 


Sales Office: 
811 St. Charles St. 





Hot Line Splicing Tool 


A new Tips splice tool designed to 
simplify the job of making hot line 
splices has been announced by the 
A. B. Chance Company, Centralia, 
Mo. The splice tool, illustrated here, 
was designed to fit on the end of a 
Tips universal pole. A wing screw 
permits adjustment to any desired 
angle. The funnel shaped mouth 
guides the conductor into the auto- 
matic splice. The mouth of the tool 
is opened by turning the pole and the 
automatic splice is then placed in 
position and clamped tight by closing 
the jaws with a clockwise turn to the 
pole. When the conductors to be 
spliced are pulled tight with rope 





blocks, insulated with link sticks, the 
loose ends are easily guided into the 
cone shaped mount of the splice tool 
by using a Grip-All clamp stick as 
shown in the illustration. One or 
both ends of the conductor may be 
attached to the automatic splice in 
this manner thus making it possible 
to do the job complete without in- 
terrupting service. 


Watthour-Demand Meter 


A combination unit, consisting of a 
single phase Sangamo watthour meter 
and a Lincoln maximum demand me- 
ter, is announced by the Lincoln Me- 
ter Division, Sangamo Electric Com- 


2° ee 


pany, Springfield, Illinois. Designat- 
ed as Type WDE, the unit is housed 
in a polyphase type case with single- 
phase terminal chamber. The Sanga- 
mo Type HF meter is mounted in the 
upper part, while the Lincoln Type 
WD thermal demand meter is _lo- 
cated in the lower part of the base, 
with a single glass cover enclosing 
both meters. 


100-Ampere Reclosing Fuse 


A 100-ampere reclosing fuse cutout 
in 5000-volt and 7500/12,500 Gr Y 
volt ratings is announced by General 
Electric. Similar in design to the 
Company’s 50-ampere reclosing cut- 
outs but constructed for heavier cur- 
rent duty, the new cutout offers the 
same advantages of automatic re- 
closing, maximum economy, sleet 
proof design, and interchangeability. 

The entire reclosing mechanism is 
in the door. The cutout functions by 
automatically connecting a second 
fuse link in the circuit one second 
after the first fuse link blows. When 
this takes place the door of the cutout 
is pushed open at the bottom and a 
red indicator, visible from the ground, 
appears. If the fault persists and 
the second fuse link blows, the doo) 
opens to a position completely isolat- 
ed from the circuit. 

The cutout can be purchased com- 
plete, or the 100-ampere reclosing 
door can be purchased separately and 
put on any 100-ampere G-E indicat- 
ing and drop-out cutout housing 
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{nstrumental Test Kit 


A new instrumental test kit espe- 
cially designed for plant electricians 
and electrical contractors is described 
n iflet No. 2815 just issued by 
Herman H. Sticht & Company, 27 
Park Place, New York City. These 
han test kits contain ammeter, 
voltmeter and current transformer, 
the complete kit weighing only about 
10 pounds. 

The ammeters have a range of 5 
amperes, while the voltmeters have 
anges of 150 to 600 volts. The cur- 
ent transformer has ranges of 1, 5, 
10, 25, 50, 62%, 125, and 250 amp- 
eres primary current, with 5 ampere 

dary. 


Standardized Meter Trough 


complete line of Standardized f _ j GENERAL 


Met Troughs designed to meet 


ly evi trough requirement is now } 

available from the Electrical Divi- ELECTRIC 

sion of Colt’s Patent Fire Arms Mfg. y +" \-}. 

Co., Hartford, Conn. Furnished for - fh, 

indoor installations in sheet steel with ie & ” 

baked aluminum finish or sheet alum- a y 10 $s P EC I 4a L 

inu natural finish, or for outdoor 

installations, in galvannealed steel 
baked aluminum finish, or sheet 

aluminum, natural finish, these 

hs are available in one, two or 

three meter units for indoor use or 

in units of one to six for outdoor 

application. The indoor units have : 

a | ren — ——, so = oe a *And Here’s the Backing 

, ous troughs of any desired length can . 

be assembled by means of a coupling Every G-E Fan Dealer 

Will Get FREE 


1. A full-color “stopper”’ 











Coolvent Attic Fan display designed to catch 
; . the eye—and hold it! 
at- \ newer and more compact Cool- < 
ed vent attic fan is now being manu- Because... 2. Smart catalogs full of 
le- factured by the Autovent Fan & selling facts! 
ra- Blower Co., Chicago, Ill. In this line we? : 3, Di il pi 
a 0., ¢ £0, , en . Direct-mail pieces to hel 
he fan wheel diameters range from 24 it's styled to the times—and build ygur volaaas! : 
inches to 54 inches and operate at head of th it’ Tel ve| 
ne : per: ahead of them .. . it’s price se 
. low speeds from 281 to 577 rpm. a P 4. Convincing ready-made 
e, Certified air capacities vary from right... it's backed by G-E ath peat for local 
“ 1,070 to 21,000 cubic feet per min- d ‘ae d oe user 
Fan wheel has three blades. advertising an promotion 5. Powerful National news- 
In this attic fan, the motor is ...the General Electric name paper ads in over 175 key 
mounted directly below the fan shaft cities —run at the best time 
on a sturdy sheet steel pedestal spells quality. to sell fans —in local hot 
which can be adjusted for proper belt : weather! 
ae magn" gg ge THOUSANDS OF DEALERS CAN'T | And a plus you can’t ignore 
t ibing welde é savy square “a : : t 
Y steel plate. The manufacturer also BE WRONG eee soloreal Ee 
ul offers a low cost suction chamber and : > hich & bh; d 4 
ceiling grill assembly that can be used Literally thousands of dealers ni . tn Son } sn and moat 
‘ a ee ee a bar out helps maintain user ac- 
- a complete system is desired. have tied in with G-E Fans for ceptance and keep the G-E 
a Distri ‘ 7 : , name constantly in the lime- 
istribution Transformer 1940. Almost without excep- light. 
is-Chalmers Mfg. Company has tion their orders include a 


just announced a new distribution 
transformer embodying new features 
of design and construction. Cadmi- Special. We'll take the dealers’ verdict any time. 
um plated 3-way terminals increase 
wiring flexibility over the former 


generous stock of the G-E 10” 


two-way terminals by allowing leads See your G-E Distributor today for full details on the 10” 
to enter the terminal from any one of é ae ee 
three directions. Double conductor Special and other G-E Fans which make up the most complete 
insulation is used in these new trans- : - ¢ . : aa 
formers to give added dielectric line of fans in the industry. 
strength and greater physical separa- 
tion of turns. Bushings are coordinat- They’ll ask for G-E Fans... give them what they want 
ed and made of finest grade wet pro- 
FAN SALES SECTION, APPLIANCE AND MERCHANDISE DEPT., GENERAL ELECTRIC COMPANY, BRIDGEPORT, CONN. 


cess porcelain with extra wall thick- 
ness for hig! mechanical strength. 


High voltage bushings have curved ( 7) 
shanks to prevent internal flashover GENERAL 6 WAKO J RIC 
and are protected by an overhanging \J 
pocket, 
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New Westinghouse Range Models 


Two new range models have been 
added to the Westinghouse 1940 line. 
One of the new models, the Chieftain 
illustrated here, is designed to meet 
the demand for a range fully skirted 
to the floor in the $100 price class. 





This model is a divided top range 
equipped with three five-speed Corox 
units, a five-speed Economy Cooker, 
a balanced heat oven with single dial 
control, all porcelain finish and black 
hardware and switch knobs. 

The other new model, the Diplo- 
mat, is a full-sized range with three 
storage drawers at a zone 1 price of 
$129.75. 


New Low-Priced Refrigerator 


A new low-priced, 6% cubic-foot 
electric refrigerator which will carry 
a suggested delivered price of 
$114.75 has been announced by the 
Nash-Kelvinator Corporation for both 
its Kelvinator and Leonard lines. At 
the same time it was announced that 
the price of the Kelvinator and 
Leonard models recently introduced 
at $119.95 had been increased to 
$125.95 to fit correctly into the com- 
pany’s logical step-up in models, 

The new $114.75 model has a high 
speed, full-sized stainless steel freez- 
er with automatic control, two extra- 
fast freezing shelves, four fast- 
freezing trays and a glass chilling 
tray, a light which automatically 
turns on when the door is opened, 
hermetically-sealed, permanently-lub- 
ricated unit, and ice capacity of 84 
cubes. It has acid-resisting porcelain 
interior, rustproof shelves, and white 
enamel exterior finish. 


Chelsea Attic Fans 


A number of improvements have 
been announced in the Chelsea 1940 
attic fan, Type E, manufactured by 
Chelsea Fan & Blower Co., New York 
City. Among the improvements is a 
new one-piece streamlined venturi 
orifice which enables the fan to oper- 
ate far more efficiently and increases 
the cubic air displacement of any 
given size without additional horse- 
power being required. 

Fans are equipped with a com- 
pletely redesigned propeller having 
four die stamped and formed blades 
which assure perfect balance, align- 
ment and performance. This type 


fan is available in seven models rang- 
ing in air delivery from 5,000 to 25,- 
000 cubic feet per minute. 


The fans 


are listed by Underwriters’ Labora- 
tories, Inc., and have certified air 
deliveries tested in accordance with 
the standard test code of American 
Society of Heating and Ventilating 
Engineers. 


Washer with Eye-Appeal 


Incorporating design principles 
planned to increase eye-appeal, the 
Maytag Company, Newton, Iowa, has 
introduced a new master washer 
styled by Harold Van Doren and As- 
sociates, industrial designers, in col- 
laboration with company development 
engineers. 

The smooth, one-piece body of the 
washer is of double-walled type, with 
one-piece cast-aluminum tub con- 
struction. The size of the tub has 
been increased with a slight change 
in shape to provide 50 per cent more 
washing capacity. Motor and all 





mechanism is completely encased, al- 
though the washer is not skirted to 
the floor. Other features are a re- 
designed and improved wringer, in- 
dividually adjustable legs to change 
level of the washer, and a hinged lid 
that opens out to become a table for 
sorting wet garments. 


Unicord for Console Range 


A new three-wire all-rubber range 
Unicord, having an attachment plug 
with the prongs forming an inverted 
pyramid, to make the wiring of mod- 
ern console-type electric ranges easi- 
er, has been announced by the Gen- 
eral Electric appliance and merchan- 
dise department, Bridgeport, Conn. 
The new addition to the G-E range 
Unicord line is available with two No. 
8 and one No. 10 conductors, or 
with two No. 6 and one No. 8 con- 
ductors. The new cord makes possi- 
ble convenient connection to ranges 
having terminal blocks near the floor 
line and permits the range to be 
pushed closer against the wall. The 
plug is rubber and moulded directly 
to three-wire rubber range cable. 


Dilec Electrical Conductors 


Dilec Electrical Conductors recent- 
ly announced to the electrical indus- 
try by George C. Richards, licensor’s 
agent, New York City, are made with 
a new type of fibrous covering com- 
posed of a series of cotton yarns laid 
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side by side in contact relation and 
overlaid by a special rayon binder 
thread which it is claimed provides 
complete coverage of the rubber in- 
sulation. The new covering results 
in a wire of smaller overall diameter 
by reason of the fact that it elim- 
inates all thread crossovers that are 
necessarily present in braid type cov- 
erings. 

The new fibrous covering provides 
a smooth surface that not only gives 
it improved fishing qualities but also 
facilitates the printing of identifica- 
tion markings on the surface of the 
wire. 


Outlet Boxes for Concrete 


A new line of outlet boxes for 
installation in concrete has just been 
announced by the Walker Electrical 
Company, Atlanta, Ga. The boxes 
are designed to eliminate all cracks 
through which concrete might seep 
and to provide ample clearance for 





locknuts. These boxes are welded at 
seams and have knockouts properly 
positioned. The securely welded cov- 
er ears are drilled after assembly to 
insure correct center to center dis 
tance and to insure full threads with 
no distortion of tapped holes. An- 
other advantage is that nailing lugs 
are not integral with ear lugs so that 
there is no possibility of destroying 
an ear lug if nail lug should be 
broken. 


Wiremold Industrial Units 


A new series of single, double and 
triple industrial type flourescent 
lighting units for use with all lamp 
sizes from 18 inches to 48 inches is 
announced by The Wiremold Compa- 
ny, Hartford, Conn. A special fea- 
ture of these units is that they may 
be purchased either unwired or com- 
pletely wired, ready to hang in posi 
tion. 

Units are furnished with scientif- 
ically correct, genuine Alzak or Ox-a- 
lite reflectors of either concentrating 
or diffusing type, and adjustable to 
2 or 3 angle positions. Finish of the 


entire unit is attractive durable alum 
inum. 








1940 


1 and 
inder 
vides 
Yr in- 
sults 
neter 
elim- 
t are 
cov- 


vides 
Fives 
also 
fica- 
' the 





ELECTRICAL SOUTH for APRIL, 1940 


.. Get the story Complete 
from your 
Graybar lighting specialist 


Right now, buyers everywhere are highly receptive 
to the idea of lighting modernization using the new 
fluorescent lamps. Profitable equipment sales and 
installation contracts are waiting for the man who 
knows the whole story on fluorescents. For sales 
to stores, offices and industrial plants particularly, 
you'll need all the facts — all the “do’s-and-don’ts,” 
and an up-to-the-minute picture of the reflectors 
and accessories currently available. 

Why waste working time trying to “pick up” the 
story on fluorescents by piecemeal inquiry from 
conflicting sources? To see your way clear to fluo- 
rescent profits, call on your local GRAYBAR lighting 
specialist. You’ll have a full range of the newest, 
soundest items to choose from, all backed by the 
satisfaction-insurance of the GRAYBAR Tag. Or 
write direct for information, mentioning type of 
application. 


CO Fig OS BP ee 


GENERAL ELECTRIC 
FLUORESCENT LAMPS 


18-inch (15 watts); 24-inch 
(20 watts); 36-inch (30 
watts); 48-inch (40 watts). 
In white, “daylight,” and a 
wide range of colors for spe- 
cial purposes. 





For Stores, Offices, Industrial Plants including 
Benjamin “Streamliter,’ Wheeler “Vapor- 
Proof,” Curtis “Curtistrip,” Daybrite “Com- 
mercial” and other profit-making items. 





AUXILIARIES AND SUPPLIES 


A full line of approved equip- 
ment, including lampholders, 
starter switches, ballast trans- 
formers, and wiring supplies par- 
ticularly adaptable to modern 
lighting installations. 








“Everything Electrical” 


GRAYBAR offers 60,000 items... everything 
electrical . . . the outstanding lines of merchan- 
dise and supplies from 200 leading manufac- 
turers. Prompt shipment from 82 warehouses, 
coast-to-coast. 


Cray. balk 
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Fluorescent Window Light 


For more attractive show windows 
of daylight, or natural color, and 
higher light intensities at same cur- 
rent cost, a new development is of- 
fered by Edwin F. Guth Co., of St. 
Louis, Mo. The Flu-O-Flector is one 
of the first engineered line of equip- 
ment specifically for use with fluo- 
rescent lamps in show windows. The 
new show window Flu-O-Flector per- 


forms excellent light coverage for 
both deep type and shallow type win- 
dows; the double-duty feature is made 
possible by simple but practical ‘‘turn- 
around” refiector feature of the 
equipment which will produce light 
results as desired. 

The reflectors are made of genuine 
alzak aluminum to provide maximum 
light output. Latest high power fac- 
tor accessories with separate starter 
switches are included in this new 
equipment. Made for 18”, 24”, 36” 
and 48” lamps and for 2 to 5 lamp 
rows deep. 


New Publications 


Available to Trade 


De-Ion Breaker Panelboards. A five- 
page illustrated catalog section de- 
scribing Nofuze ‘“De-ion” circuit 
breaker panelboards designed partic- 
ularly for use where the air is filled 
with chemical or acid vapors and 
calibrated for use under oil. Write 
for catalog section 29-460. Dept. 7- 
N-20, Westinghouse Electric & Mfg. 
Co., East Pittsburgh, Pa. 


Leather Belting and Packing. A 
twenty-four page descriptive booklet 
or condensed catalog describing ‘‘ten- 
sion welded leather belting.’”’ For 
your copy, write Chicago Belting Co., 
113-125 North Green St., Chicago, 
ll. 


Fluortest Instruments. This four- 
page folder describes a portable test- 
ing device designed for demonstrat- 
ing and testing of fluorescent light- 
ing installations. For copy of the 
folder, write Zephyr-Lite Manufac- 
turing Company, 169 North Racine 
Ave., Chicago, IIl. 


Farm Wiring Handbook. This 28. 
page handbook is offered as a guide 
for planning electrical wiring on 
farms. It discusses both plans and 
installation details. Copies are availi- 
able from General Electric Co., 
Bridgeport, Conn. 


Bronze Bearings. Over 800 sizes of 
plain bearings are listed and de- 
scribed together with more than 350 
listings of bronze bars in the Joh.ison 
Bronze General Catalog No. 40¢ just 
issued. Copies may be obtained free 
by writing the Johnson Bronze Co., 
New Castle, Pa. 


Conduit Fittings. Catalog No. 340 
describing Kwikon’s wide range of 


conduit fittings is now available to 
the trade. Copies may be obtained 
by writing Kwikon Company, 626 
West Jackson Blvd., Chicago, Ill. 


Heavy Duty Switches. Trumbull Cir- 
cular No. 315 has just been issued 
cescribing six different types of en- 
closures for safety switches, motor 
starters, circuit breakers and service 
equipment for special applications in 
various locations where dust or vola- 
tile fumes are prevalent. For copies 
of the circular, write The Trumbull 
Electric Mfg. Co., Plainville, Conn. 


Materials Handling Equipment. More 
than 175 items of materials handling 
equipment are described in a new 
56-page, Silver Anniversary Edition 
catalog just issued by Lewis-Shepard 
Sales Corporation. The catalog is 
designated as No. 21. Copies may be 
obtained by writing Lewis-Shepard 
Sales Corp., 295 Walnut St., Water- 
town, Mass. 


Fluorescent Lamps. A _ four-page 
folder giving essential technical data 
and prices on the complete line of 
General Electric fluorescent Mazda 
lamps and auxiliary equipment has 
just been issued. Copies are avail- 
able from Incandescent Lamp De- 
partment, General Electric Co., Cleve- 
land, Ohio. 


Texrope Drives. A new revised cata- 
log section, No. 151, which introduces 
the new horsepower ratings for mul- 
tiple V-belt drives recently adopted 
by the industry, has just been an- 
nounced. The catalog provides en- 
gineering information on selection of 
size of belt for horsepower rating, 
speed, center distances and sheave 
diameters. Copies may be obtained 
from Allis-Chalmers Mfg. Co., Mil- 
waukee, Wisc. 


Industrial Wiring Book. “Adequate 
Wiring for Industry” is the name of 
a new General Electric publication. 
It is a manual of modern wiring 
methods and materials and includes 
case histories of several factories 
demonstrating the benefits realized 
from modernized wiring. Copies of 
the 40-page booklet may be obtained 
by writing General Electric Company, 
Bridgeport, Conn. 


Understanding the 
Electrical Code 
(Continued from page 23) 


relatively inaccessible. It is nec- 
essary, under these conditions, 
that a second set of overcurrent 
devices be installed. The second 
set of devices must then fulfill the 
following three requirements: 

(1) They must be installed as 
branch circuit overcurrent devices 
on the load side. 

(2) These branch circuit de- 
vices must be accessible. 

(3) These branch circuit de- 
vices must have a lower rating 
than the service overcurrent de- 
vice. 

These three rules are quite log- 
ical in their intent. Their pur- 
pose is to have an accessible fuse 
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blow, or an accessible circuit 
breaker open so that service may 
be quickly and safely restored 
Thus, the service is immediatel) 
broken up into branch circuits 
with smaller fuses insuring prop 
er protection to the smaller branch 
circuits. At the same time, pro- 
tection is offered to the unusua 
but probable condition of shor! 
circuits in the heavy feeders fron 
the outer end of the service en- 
trance cables to the branch circuit 
protection devices. 

A special application of the 
above is allowed for specific cir 
cuits feeding loads such as a wa 
ter heater, range, etc. The over 
current device feeding only such a 
circuit may be locked or sealed, 
provided it is accessible. In most 
cases a slight delay in replacing 
fuses or closing a circuit breake) 
on these circuits will not be too 
great an inconvenience. 

The general rule requires that 
the service overcurrent device pro- 
tect all circuits and all equipment. 
However, five exceptions are rec- 
ognized. 

The first exception allows the 
service switch to be placed on the 
supply side of the overcurrent de- 
vice. This will allow the consum- 
er or service man to replace the 
fuses while they are “dead.” 

The discussion in the preceding 
article of this series applies equal- 
ly as well to the second exception 
set forth in section 2375b. This 
rule allows the potential circuits 
of meters, control circuits, etc., to 
be connected ahead of the over- 
current device in addition to the 
line connection allowed by section 
2352 for these circuits on the dis- 
connect. 

The next two exceptions provide 
that if one of the sources for emer- 
gency lighting, or for fire alarm 
or other protective signaling sys- 
tems, is to be supplied by the main 
service, then these may be connect- 
ed ahead of the main service over- 
current protective device. These 
special circuits, however, must be 
provided with overcurrent protec- 
tion. 

The introduction of the weather- 
proof meter and the subsequent 
installation of this meter ahead of 
all the service equipment required 
an exception to the general rule 
that overcurrent protection be 
placed ahead of all service equip- 
ment. The final exception section 
2375e states the conditions under 
which such an installation may be 
made. Three rules are outlined 
for the setting of the meter ahead 
of the service disconnect and over- 
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Prices slightly higher in the south and west. 






ASPLUNDH 


TREE EXPERT COMPANY 
Economical Line Clearing 


JENKINTOWN 


CHICAGO, ILLINOIS 
BINGHAMTON, N. Y. 
COLUMBUS, OHIO 


ALEXANDRIA, VA. 


MEN 
WORKING 


MASTER CRAFTS- 
MEN SHAPING 
TREES FOR THE 
SMOOTH TRANS- 
MISSION OF 
LIGHT, COMMU 
NICATION 


AND POWER 


current protective device. 

First, the supply system must be 
alternating current; second, the 
voltage of this supply system must 
not exceed 300 volts between con- 
ductors; and third, the wiring be- 
tween the meter and service equip- 
ment must be (1) installed as sep- 
arate conductors, or (2) approved 
service entrance cable, or (3) in- 
stalled in rigid conduit, or (4) in- 
stalled in electrical metallic tubing 
if the circuit does not exceed 600 
volts. 


Selling Electric 
Water Heaters 
(Continued from page 13) 


I point out that it is more conven- 
ient than the electric refrigerator 
or range because you have no load- 
ing or unloading to do—you only 
turn the faucet and immediately 
your quiet, forgotten hot water 
heater sends you hot water. 

It renders a remarkable, useful 
service for so little cost and no 
trouble! It is self-starting, self- 
stopping, needs no regulating, no 
adjusting; it is as modern as an 
electric light; it is cool and gives 
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White for our info rmative Booklet | 
“LINE CLEARING”. 


off less heat than a hundred watt 


lamp; it is clean because there is 
no flame or by-products of com- 
bustion; it is as dependable as 
night and day due to the absence 
of any so called moving parts; the 
unit is immersed in water and 
operates at about one tenth the 
temperature of an electric range 
and therefore, there is no estimat- 
ing the life of the heater. 

Next, I try to get the prospect 
to visualize the heater in his 
kitchen or basement, trying to 
reach the point where the prospect 
thinks of the electric heater as 
his own. Often the prospect re- 
quests that we go into the kitchen 
or basement to measure and dis- 
cuss where he would put it, if he 
bought. If he doesn’t, I pull out 
the measuring tape and ask where 
they want the heater. Once I get 
to measuring, I know the battle 
has been half won because I am 
now in the position to see his set- 
up and heating equipment. 

It is indeed the unusual prospect 
who will tell you the strict truth 
about his water heating system. 
Usually when you are face to face 
with his water heating equipment, 
the prospect will start admitting 


ELECTRICAL SOUTH for APRIL, 1940 


its deficiencies, such as old tank, 
heater in bad condition, leaks, 1 

pressure relief valve, or coil heat- 
er flue interfers with furnace 
draft, causing smoking. Perha) 
he complains of knocking pipes, 
half closed with rust. 

Now I point out how a furnace 
coil uses about 20% of the tot:l 
coal for house heating. If my 
figures do not prove this to him, 
give a demonstration of the pap: r 
clip in a candle flame under a 
white piece of paper, showing how 
the cold pipe would interfere with 
the combustion of gases and could 
be compared with a steam pipe 
through his refrigerator. In se 
eral cases where the _ prospec! 
claimed an unusually low opera‘- 
ing cost, I have suggested that } 
weigh his coal for one week. 
Often the figure is surprising t 
him. 

However, I stress that an aut 
matic hot water service cannot be 
compared to his system because he 
is not getting automatic servic 
and that it is truly impossible 1 
get continuous hot water from hi 
system. Also, I impress upon th 
prospect, that the electric wate: 
heater is the one and only electri 
appliance that is appreciated b 
every member of the family. | 
my prospect says “I can’t afford 


{~ it” this indicates to me that I hay 


not given a thorough presentation 
and have not created the desire, 
and want, to a sufficient degre« 

I always try to word my ques 
tions so that I will get a positiy 
answer—yes—and try to avoid : 
negative question that require 
the answer, no. I have noticed 
that the more a person says ‘Ni 
the angrier he gets; whereas, th 
more he agrees with me in answer 
ing ‘Yes’, the more agreeable h: 
becomes. It is possible to put 
ring of ‘yesses’ around the pros 
pect so that he answers himse! 
right into the sale! 

I also use my testimonials an 
show many users in his neighbo! 
hood. I am serious and in earnes 
at the close, because no one eve 
spends a hundred dollars in a jol 
ing manner. I usually have th 
contract already made out an 
present it to the prospect tellin 
him to “sign here,” thus I let hi! 
know that I expect the order. Man 
times I do not have to ask for th 
order merely giving him a leadin 
question before, such as “Wouldn’ 
it look good in your kitchen?’ 
“May we install the heater tomo! 
row?” There are many good lead 
ing questions. 

If I do not close the sale at th 
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| appvin'ttment, I try to leave the 


door 9pen by telling him I’ll get 
up solne special information that 
would apply only to his particular 
, or make a showroom appoint- 
remember though that 
over ninety per cent of my sales 
have been sight unseen bought in 
the home. So I make notes of spe- 
cial interest to the prospect so 
that I may again get in his front 
dodr on recalls. 


Cast 





| Salling the Contest 


To the Salesman 
(Continued from page 15) 
axactly right. Slang and terminol- 


yey of the contest should be used 
liberally: if the contest theme is 


baseball, make plenty of references 


“Smith died on third base last 
ek,” “Jones went down swinging 
hout a hit, but he’s warming up 
his next shot at bat,” “Brown 
was on the bench last week with a 
cold, but he’ll be in the line-up 
next week.” Give the men nick- 
“Slugger Smith,” ‘“Race- 


names: 
horse Williams,’ ‘“Beanball 
Brown.” Don’t hesitate to kid 


them, to capitalize on amusing in- 
cidents of business. If Jones comes 
in with a hang-over one morning, 
and the office is kidding him 
about it, take a crack at him in the 
house-organ: “Jones was training 
on beer last week, while Smith, the 
clear-water kid ran away with the 
honors.” When the men begin kid- 
ing each other because of what 
the house-organ says you can know 
its a success. 

These factors the selection of a 
ntest and basis for competition, 
is the ever-essential scoreboard 
and house-organ, comprise the 
starting equipment for a first rate 
contest. The elements of prize 
awards and contest routine will be 
drawn out in later discussions of 
different types of contests. 





Saleswomen Used 
For Canvassing 
(Continued from page 17) 


ms to be answered by the cus- 
tomer, questions which he says 
every individual answers even in 
buying a cold drink. These five 
buying decisions are (1) need, (2) 
brand, (8) source, (4) price, and 

) time. “If a sales person can 
get a favorable answer to these 
questions,” said Mr. Allen, “the 
sale is in the bag!” 

Like many other appliance deal- 
ers, this appliance department 
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NEW LOW PRICES! 


Set Screw “E. M. T.” Fittings 





Effective Now 



































“E.M.T."" CONNECTORS 
No. |__Size_| Std. Phg.! Cost per 100, 
402 | 4" | 250 | $ 5.00 
403 | 3%" | 125 | 7.00 
“404 | 1" | 100 | 12.00 
“E.M.T." COUPLINGS 
452 | 2" | 250 | $ 5.00 
453 | %" | 125 | 7.00 
454} 1" | 100 12.00 





New, greater economy! Now you can save fully 20%, on first 
cost alone! And with this saving, an easier, speedier, more 
secure and more rigid installation. 


Approved by Underwriters’ Laboratories, Inc. 





KWIKON CO. 










626 W. JACKSON 
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sells electric refrigerators on the 
meter plan, but it is said to be the 
only appliance store which sells 
electric ranges on the meter plan. 
This plan, adopted by Mr. Allen, 
has been a tremendous aid in ad- 
vertising the ranges and has con- 
tributed considerably to the great 
increase in volume experienced in 
the last few months. In passing 
on the credit of prospects purchas- 
ing ranges on the meter plan, Mr. 
Allen said, the firm is about as 
strict as on the older club plan 
sale. This must be so, he explain- 
ed, because of the fact that it 
would be too easy for the wrong 
kind of people, under the meter 
plan, to regard the daily payment 
as rent rather than as a definite 
purchasing obligation. 

Other contributing factors to- 
ward the increased volume have 
been generous advertising by 
newspapers and radio programs, 
the stocking of complete and de- 
pendable lines, and the determined 
effort to keep customers satisfied 
after sales have been closed and 
appliances’ installed. Follow-up 
letters and calls play an important 
part in holding down returns and 
repossessions. 


Bank Lighting 
With Fluorescents 
(Continued from page 21) 

In some applications of fluores- 
cent lighting to tellers cages, ob- 
jection had been raised to the 
flicker, or stroboscopic effect, of 
the lamps. As the “tulamp” aux- 
iliary had not been announced at 
the time that this equipment was 
ordered, the stroboscopic effect 
was eliminated by connecting ad- 
jacent coffers to alternate phases 
of the 4-wire, 3-phase distribution 


system. This expedient has been 
most successful 
Although the daylight lamp 


seems to be the most popular in 
most cases, the white lamp was 
selected in this instance as_ it 
makes possible a 20% increase in 
the illumination and gives a color 
quality more in keeping with this 
type of business. After the lamps 
had been allowed to burn long 
enough to reach their stable light 
output, light meter’ readings 
showed an illumination level of 75 
foot-candles over the entire bank- 
ing area. Sufficient light is re- 
flected from the floor and fix- 
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tures to. light the bottom of the 
beams and overcome objectionable 
contrasts in the ceiling brightness. 
On entering the bank, one re- 
ceives the impression that the 
room is lighted by a series of sky- 
lights. This job has easily received 
more attention and favorable com- 
ment from the public than has any 
other lighting installation in this 
territory. The lighting equipment 
was installed by the Starr Electric 
Company of the same city. 


Service Opportunities 
In Locker Plants 


(Continued from page 31) 


least two or more compressors in 
order to reduce the great amount 
of risk involved from the loss of 
perishable meat in the event a 
compressor failed. Also, in addi- 
tion to the compressors for the 
locker room, in most cases, an in- 
dividual compressor will be used 
in the freezer and chill rooms. 

Let us consider the operation of 
a typical locker storage plant. The 
operator of the plant derives the 
greatest part of his income from 
the rent of the lockers, but a good 
many of the operators use their 
employees to provide further serv- 
ice. These men are available to 
the farmer for killing and dressing 
animals at a small charge. The 
animals are carried into the plant, 
where an expert butcher properly 
cuts and wraps each individual 
piece in a good grade of parchment 
paper to eliminate dehydration of 
the meat as much as _ possible. 
There is another small charge for 
this processing. 

The farmers may pay cash for 
the services mentioned or the 
equivalent in meat may be accept- 
able to the operator, who selis it 
to the retail trade from another 
piece of refrigerated equipment 


such as a display case. 

The storage lockers are all Jocat- 
ed in one large room with narrow 
aisles to conserve as much space 
as possible, yet with two or three 
feet left between the top of them 
and the ceiling to provide good 
circulation. Tne lockers range in 
size trom 5 to 8 cubic feet each and 
are arranged three tiers high with 
the largest lockers on the bottom. 
‘lhe temperature in this room 
ranges trom 5 to 10 degrees above 
zero, Farenheit. Pipe coils and 
coils with wide spaced fins sus- 
pended from the ceiling and walls 
of the room have been used tre- 
quently for retrigerating the stor- 
uge rooms, as weil as forced draft 
units evenly spaced throughout the 
room. 

Adjoining the locker room is a 
chiller or precooling room operat- 
ed at about 34 degrees, F., where a 
good portion of the animal heat 
load is removed before and while 
it is being cut and wrapped. In- 
side of the chiller room is located 
a fast freezing room which may be 
a small room or a fast freezing 
cabinet with drawers in it. It op- 
erates at a temperature of about 
10 degrees below zero, F., and is 
used to “quick freeze” the meat 
which eliminates the bursting of 
the meat ceils and gives it a better 
flavor when used. After it is froz- 
en it is then ready to be placed in 
the lockers with no heat load to be 
removed. 

Frosting of the coils is a prob- 
lem throughout the locker plant, 
and the freezer room _ possibly 
would give most trouble, but in 
some cases a forced draft coil is 
used and is arranged so that by 
closing two doors it can be isolat- 
ed from the refrigerated compart- 
ment and a water hose used to melt 
off the ice, so that the doors may 
be opened again and the coil im- 
mediately put back into use. (See 








MARSHALL'S 


LINEMEN’S SHIELDS 
PROTECT THOROUGHLY 


These famous shields not only meet all safety 
codes, but are built to give more thorough pro- 
‘ection. 
cross-arm jobs. 
tors completely, stand up under long hard usage 
and are more easily and quickly handled due to 
one-piece construction. 


Over 1,000 utilities now standardize on MAR- 
SHALL’S SHIELDS. 
information? 


LINEMEN 
1744 W. Alexandrine 


They may be used on single or double 
They cover wire and two insula- 


May we send prices and full 
Drop us a card today. 


PROTECTOR COMPANY 
Detroit, Mich. 
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Mareh issue, page 36). 

Although the locker plant wa: 
first developed for the prese:va 
tion of meat, it has been found t 
offer many more advantages to it: 
customers. They may have gam 
or domesticated meat in the sum 
mer that was actually killed in th: 
winter; or enjoy fresh vegetabk: 
in the winter that were gathere 
in the summer, preserved with al 
their freshness and flavor at 
cost that anyone can afford to pay 
Certainly these plants will prov: 
a boon to the rural folk; and t: 
the service engineers they’ll be- 
come a whole new field of oppor- 
tunity. 


Connecting Diagrams for 
Lap-Wound A-c Motors 


(Continued from page 32) 


When it is desired to place the 
stub and pole phase group con 
nections below the winding and 
to keep the space between the coi 
ends and end bell clear, then the 
third or fourth method of bringing 
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utility was completely rewound and 


is now giving satisfactory serv ce. 





Cc. V. Hunt of Ridgefield, New Jersey was responsible for 
the rewinding. Mr. Hunt, a poineer in the electric motor 
repair business says, ““CHINALAK’s dependability permits 
I firmly bel eve that no 
other insulating varnish can surpass CHINALAK.” 


me to guarantee my work... 


Why not investigate the merits of this 


enables Mr. Hunt to be so confident of the work he turns 
out? Write for a free working sample today. 


JOHN C. DOLPH 


166 Emmett Street 


Here’s 
Another 
Big Job- - 


- - - protected by CHINALAK 


This 400 HP 2300 volt, 400-600 R. P. M. 
driving an induced draft fan at a prominent New Jersey 
insulated with 
DOLPH’S CHINALAK. Even in this “tough” location 
where heat and dust tend to ruin insulation this motor 
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3 phase motor 
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"Builders of Good Stokers for 20 Years”’ 


P. R. R. & Eighth St., Frederick, Md. 


HERE’S MONEY TO BE MADE! 


Every office building and industrial plant in your 
vicinity is a potential, profitable customer for 
FREDERICK INDUSTRIAL STOKERS! Ask about lib- 


eral Distributors’ Proposition—No obligation of course! 

















it leads is used, with the leads 
ent down as explained in this 
‘ticle and in Figs. I and J. 
The four methods described in 
iese two articles are based on 
ling the coils with the coil leads 
the bottom. This has some 
dvantage in connecting and wind- 
ig the stator, but it is somewhat 
wkward to bend the starting lead 
hile the coil is still in the pulling 
achine. For this reason, some 
winders prefer to pull the coils 
ith the leads on the top. 
When the coils are pulled with 
e leads on the top, it means that 
e lead location on the stator 
inding is the reverse of that 
hown in the diagrams in these 
vo articles, as the finishing lead 
ould be brought out from the 
‘ttom of the bottom coil half, 
id the starting lead would then 
brought out from the bottom 
f the top coil half as shown in 
ig. L. It will be noted that the 
tarting lead has now become the 
»p lead and is brought out across 
he left hand side of the diamond 
oint of the coil, whereas with the 
ads on top method, the starting 
ad is the bottom lead and is 
rought out on the right hand 





side of the diamond point. 

With the leads on bottom, as in 
Fig. L, the leads are further away 
from the air gap. However, when 
it is desired to bend the leads 
down as in Figs. I and J, the leads 
on top method is the best as a 
comparison of Figs. J and L will 
indicate. 

The next article will present the 
two-parallel, eight-pole connecting 
diagrams. These will be arranged 
for magnetic balance so _ that 
equalizer connections can be used. 
In addition, we will discuss the 
methods used in making stub, and 
pole phase group connections. 


Industry Adopts 
Transformer Standards 
(Continued from page 37) 


as pole-type regulators, the avail- 
ability of which is increasing, pro- 
vide a means of effecting voltage 
regulation, out-dating the use of 
taps to overcome low voltage with 
resulting excessive voltage at light 
loads. Fixed boost transformers 
at junctions often can be used to 
raise voltage in lieu of taps in 
individual transformers, with im- 


proved convenience and economy. 
Furthermore, taps in transformers 
reduce ruggedness, especially in 
ability to withstand lightning 
surges. 

A careful survey of users’ re- 
cuirements showed a strong pre- 
ponderance of opinion in favor of 
standardizing on _ transformers 
without taps for ratings 2,400, 4,- 
800 and 7,620-v high voltage, 
120/240 low voltage. In the 7,- 
200-v 120/240 rating usage was 
more evenly divided but the large 
group which considered taps un- 
necessary in this voltage class de- 
termined the adoption of the more 
economical non-tapped units as 
basic standards in the most widely 
used ratings 1% to 7% kva in- 
clusive. 

Voltage Ratios. The Joint Com- 
mittee accepted with minor excep- 
tions as a basis of transformer 
voltage ratios, the “Preferred Volt- 
age Ratings for A-C Systems and 
Eauipment” adopted in 1930 by 
the National Electrical Manufac- 
turers Association and National 
Electric Light Association.* How- 
ever, it was keenly mindful of some 


* N.E.L.A., Publication No. 043; NEMA, Publi- 
cat‘on No. 100, April, 1930. 








reenlee 


Conduit Benders 


Greenlee Hydraulic Conduit and Pipe 
Benders are timesavers, because they 
bend faster than by other hand 
methods. In addition, they make 
smooth, even bends, making it easy 
to pull in wire and cable. 


Knockout Tools 


Greenlee Punches 

and Cutters make 

it easy to enlarge 

holes in switch 

boxes, cabinets 

etc. They form 

clean-cut holes 

quickly and accu- 

rately, without 

reaming or filing. 

Our new Catalog, No. 31E, illustrates 
and describes these tools, as well as 
many others of interest. If you do not 
have a copy, send for one now. 


GREENLEE TOOL CO. 


1707 Columbia Ave. 
ROCKFORD ILLINOIS 
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GREENLEE TOOL CO., 1707 Columbia Ave. 
Rockford, Illinois 


Would like information on 

([] Please send a copy of Catalog No. 31E. 
Name 

Street 

City and State 


My jobber is 





divergence of experience as to 
suitability of the industry “Pre- 
ferred Voltage Ratings” of distri- 
bution transformer ratios, espe- 
cially in the 7,200, 7,620, 12,000 
and 13,200-v groups. Nevertheless 
it adhered to these present values, 
pending findings of an E.E.I.- 
NEMA Joint Committee now en- 
gaged in reviewing these “Pre- 
ferred Voltage” schedules. 

Bushings. Bushings in trans- 
formers, as to numbers, types and 
locations, was another feature 
where practices were diversified 
and unification desirable. These 
comprise stud versus lead as to 
type; cover, sidewall and pocket 
as to location; and one versus two 
as to number. 

From further survey of needs 
and preferences of users, the Joint 
Committee determined that early 
complete standardization would be 
impracticable. However, the stud 
type was approved as preferable to 
the lead type bushing. The Joint 
Committee urges that experience 
and trends be carefully observed, 
with a view to bringing about 
further unification of practice as 
rapidly as practicable. 

The matter of uniformity of ex- 
ternal connections to bushing ter- 
minals was studied with a view to 
providing for maximum practica- 
ble interchangeability. In work- 
ing this out, determining weight 
was given to location of low volt- 
age terminals in view of the much 
heavier low voltage conductors re- 
quiring to be manipulated. 

Insulation. The Joint Commit- 
tee accepted as a basis of trans- 
former insulation strength  re- 
quirements the Proposed Ameri- 
can Standards for Transformers, 
Regulators, and Reactors, Etc., 
C57.1, .2 and 2 It is cognizant, 
however, of present active work 
of the E.E.I.-NEMA Joint Com- 
mittee on Insulation Coordination 
and expects to utilize its findings 
as made available. 

Electrical Performance Charac- 
teristics. The Joint Committee is 
carefully reviewing practices and 
trends of electrical: performance 
characteristics ‘for transformers 
with the objective of determining 
values which will prove adequate 
and economical for prevailing 
needs. 


Standards Prepared 


Standards prepared by the Joint 
Committee, as technical specifica- 
tions, are attached hereto and form 
part of this report. The more es- 
sential mechanical features of 
these standards are illustrated in 
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outline sketch, page 2. (Copies of 
the complete “First Repert” «nd 
standards referred to here in 
available at nominal cost from F di. 
son Electric Institute, or National 
Electrical Manufacturers’ Assy.) 
Standards in this First Report 
cover only a portiom of distr 
tion transformer ratings. 
Joint Committee has planned 
is continuing its work with 
objective of extending these stand- 
ards in subsequent reports, to 
brace the entire range of overhead 
distribution transformer ratings 





SUPERIOR 


SERVICE 
INSULATORS 


Wire Holder Insulators in 
various heights, diameters, 
and hole sizes . . . cad 
mium plated screws, leaded, 
Also double and triple types 
of House Brackets . . . ead- 
mium plated bolts, cork 
washers and hot galvanized 
plates. 


WRITE TODAY for latest 
bulletins and low price lists. 


PORCELAIN CO. 
Parkersburg, W. Va. 


SUPERIOR 
Box 669 
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YOUR PASSPORT 


CONVENIENCE 
COMFORT —_— 
COURTESY 


Over 50% of all rooms $3.50 or less, single; 
$5.00 or less, double 
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SOUTHERN REPRESENTATIVE 
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180 AMPERE ) 


HEAVY-DUTY, SOLENOID-TYPE | 
TIME SWITCH i 


For those heavy loads to be automatically time controlled | | | 
each day, the Model 1290 AUTOMATIC Time Switch | | | 





ators in 
lameters, 
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, leaded, has two knife-blade poles with a capacity of 90 amperes 
ple types each; 180 amperes on a split load! 
Racant A companion model is the Number 1250 with a capacity 
of 50 amperes on each of its two poles, or 100 amperes 
r latest on a spit load. 
lee liste. 
Co Write For Information and Discounts 
W. Va. a 








Automatic Electric Mfg. Co., Mankato, Minn. 
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ELECTRICAL HEATING ENGINEER 


| CHROMALOX 
} ELECTRICAL HEATING UNITS 


and 








| CHROMALOX 
} EQUIPPED PRODUCTS 
RTO 
1000 PEACHTREE STREET 
ATLANTA, GEORGIA 
















AY the range sales moving: 


with CHROMALOX 


Super-Speed RANGE UNITS 


The many CHROMALOX advantages 
give you a sales story that enables 
you to hit the target. Sell the ranges 
equipped with CHROMALOX units. 
They are supreme for replacement, 
too —They fit all ranges. 










Write us or our nearest representative 





“ ATLANTA, GA.—C. B. Rogers, !000 Peachtree St 
= OKLAHOMA CITY, Okla.—Paul Berry 
# DALLAS, Texas—Elgin B. Roberts 
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EDWIN L. WIEGAND CO., 7600 Thomas Blvd., Pittsburgh, 












Twenty-five years of 
Specialization in 
Electric Water Heaters 
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Only SEPCO has: 

Hi-Speed, No-Burn-Out Unit 

Hard, scale-forming water and accidental 
‘dry’ operation has no effect on this heat- 
ing unit. Fastest heating due to internal 
circulation. 





Genuine Cork Insulation 





Retains original high efficiency perma- 
nently—uneffected by Moisture will not 
settle; vermin proof. 


Vapor Tension Thermostats; 





Principal used in all High Grade Tempera- 
ture Instruments insures instant and accu- 
rate control. 


Write today for complete details of our 
Silver Anniversary Models. 
14 Distributors 
Serving the South 


Automatic ELeEcTRIC HEATER COMPANY 
Pottstown, Penna. 


Southern Division Headquarters 


P. O. Box 1707 Birmingham, Ala. 


































ELECTRICAL SOUTH for APRIL, 194 


The Advertisers’ Index is published as a convenience, and not as a part of the advertising contract. 
Every care will be taken to index correctly. No allowance will be made for errors or failure to insert. 


A 


Adam Electric Co., 
All-Steel Equip. Co. 
Aluminum Co. of America 
American Coolair Corp. 
American Steel & Wire Co. 
Anaconda Wire & Cable Co. 
Asplundh Tree Expert Co. 
Audit Bureau of Circulation 
Automatic Electric Heater Co. 
Automatic Electric Mfg. Co. 
Autovent Fan & Blower Co. 


B 


Buffalo Forge Co. 


Carpenter Mfg. Co. 
Columbia Steel Co. 


Crescent Insulated Wire 


D 


Dolph Co., John C. 


Frank 


& Cable Co., Ine. 


Edison General Electric Appliance Co 5, 10 and 


Frederick Iron and Steel Co. 
Frigidaire Corporation 


G 


General Cable Corp. 

General Electric Co., 
General Electric Co., 
General Electric Co., 
General Electric Co., 
General Electric Co., 
General Electric Co., 
General Electric Co., 
Graybar Electric Co. 
Greenlee Tool Company 


H 


Hall Mfg. Co. 

Hazard Insulated Wire Works 
Hotel Carter 

Hotel Lennox 

Hotel Mayfair 

Hotel Wolverine 

Hubbard & Co. 

Hunter Fan & Ventilating Co., Inc. 


(Fans) 

(Insulating Materials) 
(Lamps) 

(Ranges) 
(Refrigerators) 

(Water Heaters) 


(Wiring Materials) Back Cover 


2 and 3 

& 

60 and 62 

60 and 62 

* 

Inside Back Cover 
Front Cover 


Ideal Commutator Dresser Co. 
K 


K. & H. Mfg. Co. 
Knox Porcelain Corp. 
Kwikon Co. 


L 


Linemen Protector Co. 

Manker Products Co. 

National Electric Products Corp. 
O 

Okonite Co. 2 and 3 


R 


Inside Front Cover 


Reed Unit-Fans, Inc. 


togers, C. B. 


S 

Signal Electric Mfg. Co. 
Superior Porcelain Co. 
Square D Company 
Schwitzer-Cummins Co. 


T 


Twentieth Century Engineering Co. 


U 


United States Steel Co. 


V 


Victor Electric Products, Inc. 


W 


Walker Electrical Co. 

Ward Leonard Electric Co. 

Westinghouse Elec. & Mfg. Co., (Ranges) 
Westinghouse Elec. & Mfg. Co., (Refrigerators) 
Westinghouse Elec. & Mfg. Co., (Water Heaters) 
Wiegand Co., Edwin L. 

Wiremold Company 


Y 


Youngstown Sheet & Tube Co. 











